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HOPE and FAITH 


Christmas and hope are synonymous. Let us, then, enter 1931 with courage, 
faith and hope, for it will be a year of reconstruction. 


1 eye ecrammsacniomtanet an ste ts 


In life, the darkest hour is just before the dawn - -~- in business it is the 
same. 


Business, having gone almost as low as it can, now has broadly only one 
direction in which to go--- up. 


We older mzn, who have lived through many depressions, have no fear 
for the future. We know that booms, born of extravagance and excesses, are 
always followed by periods of necessary re-adjustment. We also know that 
when readjustment is completed, periods of reconstruction invariably 
follow - - + that is why we should now be hopeful. The worst has already 
passed. 





Just as we give thanks at sea when we have safely ridden out a storm, so 
should we give thanks this Christmas that we have ridden out the worst of 
this storm in business. Let us look back at it rather than into it, as the ba- 
rometer shows signs of rising and better times are surely ahead. 





Make this Christmas a day of thanksgiving and rejoicing that we have 
come through as well as we have; then face the future with hope, confi- 


dence and faith. : : 


CLOVER MANUFACTURING CO. 
NORWALK CONNECTICUT 
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Lawn Mower time is just around the corner. It is an important time 
for the hardware merchant who is ready to meet the modern demand 
for Mowers. 1931 will find Mr. Home Owner seeking known qual- 
ity—advanced features—outstanding performance when he picks 
his new Mower. 





The day of private brand Mowers is rapidly waning — with the 
Eclipse line—a merchant is showing and selling his customers— 
mowers that are nationally advertised and nationally known—he is 
selling a branded product backed by a successful and responsible 
manufacturing organization. He is ready with a complete line to 
meet the income of every buyer—he also has a power mower, so that 
profits on this line do not pass into other hands. 


The Eclipse Dealer for 1931 is in a stronger position than ever 
before—a large share of the mower profits'in his community will 
come his way. 


ECLIPSE MACHINE CO. 


PROPHETSTOWN, ILL. 
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THE HARDWARE DEALER CAN 
HARVEST STEAM HEATING 
DOLLARS WITHOUT BEING 
A PLUMBER .... 4 


HE one great drawback to Hardware dealers 
PROFITABLY handling Heating Equipment 


has been forever removed. 


You don’t have to run a plumbing department to 
install Williams GAS STEAM Radiators. They are 
installed as easily as gas heaters by the customer 
or the service man. 





Height 


—— Each Radiator a Separate Unit Sold as 
Easily as a Gas Heater 


The only connection is a gas pipe. 


No boiler—no separate equipment. No steam or 
water pipes. Each radiator is complete, indepen- 
dent—produces its own steam. 


The Williams GAS STEAM Unit combines every 
advantage of steam with every convenience of gas. 
The SIMPLEST Heating System on the market. 
Thoroughly tested. Practical for buildings of every 
size and kind, old or new, in every climate. 


We have installed GAS STEAM Radiators in over 

a thousand schools and many other buildings where 

their operation is most satisfactory. The Hardware 

Sar haiiae aah tae oe. dealer is the logical source of supply for the Wil- 

a liams GAS STEAM Heating System. We offer you 

our fullest cooperation. We'll tell you how to de- 

termine the number and size of radiators required 

for any building. Also send ample printed matter 
for distribution to prospective customers. ° 


Only ONE Authorized Dealer in each city, or trade 
territory. Get your local franchise. You will not 
have competition on Williams GAS STEAM Radia- 


tors. Send for complete information. 


Height 
27 inches 








| WILLIAMS 
RADIATOR COMPANY 


1865-1873 WEST CORDOVA STREET, LOS ANGELES, CALIFORNIA 
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ELL THE 
RIGHT 
PRUNING 


TOOLS 








RUIT growers, nut growers, vine- 
yard owners, farmers, and gar- 
deners in different sections may 
have preferences as to styles of pruning 
saws and tools. 

But on one point most of them 
think alike: they prefer DISSTON 
Saws, Hand Pruners, Pole Pruners, and 
Hedge Shears. Disston makes the sty/es 
and types that they want: the only 
complete line of pruning tools. 

Disston’s leadership in pruning tools 
means readier sales for you, because 
users of pruning tools are quick to 
recognize the advantages of Disston 
design and the superiority of Disston 
workmanship. Practical men,whowork 


with pruning tools for weeks at a time, 





aided in designing the entire Disston 
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line, exactly as consumers want them. 
Your jobber can supply Disston 
Pruning Tools to meet the require- 
ments of your customers: styles of 


saws, or Shears, or hand pruners that 


DIS 


are best suited to the work done in 
your locality. 





Specify “Disston” when you order. 
To know the complete line, get the 
new catalog, “Disston Pruning Tools,” 
free on request, a guide to good buying. 


HENRY DISSTON & SONS, INC. 
Philadelphia, U. S. A. 


Canadian Factory: Toronto 











— 
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‘THE END OF 1930 completes the 

sixty - sixth year during which the 
most cordial relations have existed be- 
tween the hardware trade and the Nich- 
olson File Company. 
















To the host of friends which the com- 
pany has had the privilege of making 
over this extended period of time we wish 


A MERRY CHRISTMAS 
and A 


PROSPEROUS NEW YEAR 
















NICHOLSON FILE COMPANY 
Providence, R.1., U. S.A. 


A FILE FOR EVERY PURPOSE 
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at the lowest prices in REO History 





BOs 
oveD 
[o ; 
Re announces important advances in truck design 


S@ _ # d > and utility—new bar-protected radiators with all- 
oD e chromium finish; new cowl lamps; new heavier fenders 
(HASSTS 

Pa Rambing. Michigan and new safety running boards; shatter-proof glass 





windshields; 3-point cab suspension, new upholstery, 
and an interior adjustable sun visor; new rear axle to 
accommodate dual wheels (standard equipment on 
the ton and a half model, and optional with new 4- 
speed transmission at slight additional cost on the one 
ton model). Four striking color options for any model 


you choose. See the new Reos and get the new prices! 


REO MOTOR CAR COMPANY, LANSING, MICHIGAN 


REO ano trucks 





The Finest Reo Speed Wagons and Trucks 


4 








oF 3 TC. Von 


and all our friends—old and new; to thank you all for 


your cooperation and support; and to sincerely wish you 


A VERY MERRY CHRISTMAS 
and A HAPPY NEW YEAR 


& 


BOSTON WOVEN HOSE & RUBBER CO. 
CAMBRIDGE, MASS. 


Makers of High Grade Mechanical Rubber Goods for More Than 50 Years 
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Quality Cannot 
Compromise with 
Price 


We can always justify our prices 
if our product meets every de- 
mand of quality. It would be 
easier for us to make and sell 
low priced rivets—but our rivets 
are made to meet a standard. A 
special metal of proved maxi- 
mum strength plus great care 
in fabrication assures the user 
permanent service and complete 
satisfaction. 


Ofpproved / 


——— by the keenest 


buying brains in the country 






— 
— 











TUBULAR RIVET & STUD 
COMPANY 


BOSTON 














‘The largest 
factory inthe 
world devoted 
to the manu~ 
facture of 

Tubular and 
Clinch Rivets 
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A consistently profitable line 
for over 75 years 





Steady profits are the aim of any re- 
liable dealer who is in business “to 
stay”. You may profit on a novelty 
which for a moment strikes the popu- 
lar fancy but your continued success 
depends upon a few well known, well 
advertised lines, the demand for 


which goes on year after year. 


One of these lines is Brown & Sharpe 
Tools which have been accepted 
readily for over 75 years by skilled 
mechanics. 


This has been.due in no small degree 
to the policy of this company of mak- 
ing constant improvements in the 
tools to keep pace with the changing 
demands of mechanical work. 








It is not hard to understand why the 
successful dealers of today consider 
Brown & Sharpe Tools among their 
consistently profitable lines. Brown 


& Sharpe Mfg. Co., Providence, R. I. 


[BS 


Brown & Sharpe Tools 


*WORLD’S STANDARD OF ACCURACY” 
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wre SELL MORE 


ay OWENS: FORD - GLASS 














National magazine advertising—trade journal 





advertising—radio broadcasting (featuring 





F Floyd Gibbons)—direct mail advertising and 
direct selling—all these modern merchandising 

methods are at work helping you sell more Libbey-Owens- 
Ford Glass. For months the Libbey-Owens-Ford message 
of higher quality glass has been reaching an audience of 
over 20,000,000 people! Many of them are right in your 


own community. Sell these people a product that they know 





by name—Libbey-Owens-Ford Glass—and capitalize on 


this great merchandising campaign. 


TUNE IN—FLOYD GIBBONS— Libbey-Owens. 

Ford Radio Program, each Sunday Evening at 9:30, , 
Eastern Standard Time over WJZ and associated 

N. B.C. stations. 


LIBBEY-OWENS:-FORD GLASS COMPANY 
TOLEDO, OHIO 





Manufacturers also of highest quality Polished 
Plate Glass and Safety Glass for automobiles 
























































NATIONAL GLass BupceT 
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PENCIL 
POINTS 


THE DRAFTING BOOM 
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FOR THOSE WHOSE PADLOCKS 
MUST MORE THAN 


LOOK «secure 


TO THOSE who are seeking the utmost in security, you are always safe 


if you recommend Sargent Pin Tumbler Cylinder Padlocks. Self-lock- 
ing spring shackles, locking ‘“‘heel-and-toe”’ with a rigidness that can 
be released only with the key. Shackles are either of carbo-tempered 
steel that resists hack-saw or cutting devices, or of hard drawn polished 
bronze. They are made with medium or extra-length shackles. Sargent 
Cylinder Padlocks are of the real pin-tumbler type that responds only 
to the individual key. They can be had with attached chains— with 





keyhole cover—and master keyed as required. 

Sargent Cylinder Padlocks, as well as all other Sargent products, 
will help convince your customers that your store is the place to secure 
the finest merchandise of the highest quality. Sargent & Company, 
New Haven, Connecticut. In New York City—Builders’ Hardware Divi- 
sion and Showroom, 295 Madison Avenue; Warehouse, 94 Centre Street. 


In Ghicago—150 North Wacker Drive (at Randolph). 
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SARGENT 


LOCKS AND HARDWARE 
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New Display Material 
for 


PLASTIC WOOD 


Reg. U.S. Pat. Off. 

















































ALES of Plastic Wood keep going right 
ahead—and the more you feature it the 
more opportunity there is for profits in your 
store. Its use entices the householder into 
many home jobs and repairs. Now is an ideal 
time to keep things moving. 


And here is a new lithographed window dis- 
play in colors that brings direct attention 
to many everyday practical uses of Plastic 
Wood around the home. You can make your 
windows pay profits by asking your jobber’s 
representative regarding the Plastic Wood 
Window Display Plan. 


Household circulars, boat circulars, or pat- 
tern shop circulars, on request. 


The A. S. Boye Co., 1934 Dana Ave., Cincinnati, Ohio. 


Kindly send information on Plastic Wood Window Dis- 
play Plan— 


























IT’S EASY \ 
TOSELLA — 
BETTER , 
BRUSH.. / 








if you appeal to your 
Customer’s PRIDE! 


A CUSTOMER buys a can of paint or varnish. Shoot- 
ing for the extra sale you suggest the right brush for 
the job. An objection is raised to the price ... and 
then what happens? 


If you let him take a cheap brush you both lose. Often 
the mention of just one good reason will clinch the sale 
of a better brush . . . Point out the fact that the brush 
is every bit as important as the paint—that a good 
brush makes any paint job look better, no matter who 
handles it. 


You'll find that it is easier to sell the better brush if it’s 
a RUBBERSET. People know that name. Often it’s 
the only brand namie they can mention. They know it 
means a brush with “bristles that can’t come out”. .. 
Put a RUBBERSET into the customer’s hands. Let him 
feel it—that helps make sales. 


RUBBERSET makes the right brush for every need ... 


at the right price . . . and with a good profit for you. 








| How the Better Brush Proves its Worth— 
] It makes any paint 6 It produces a more 
or varnish job look uniform paint fiim and 
better. more uniform color. 
2 It makes painting 7 It reduces the chances 
pee of spattering and 
: streaking. 
4 3 It saves both paint and 8 It makes sharper and 
Ps time. cleaner edges. 
7 
’ Q It lasts longer than 
4. gerd = several cheap brushes. 
3 10 It’s easier to clean and 
¥ It won’t shed its bris- keep in good work- 
M Pg 
¥ tles. able condition. 
3 
xucce 











RUBBERSET 


TRADE MARK 


PAINT AND VARNISH BRUSHES 
“The World’s Standard” 


RUBBERSET COMPANY, NEWARK, N. J. 
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Lingerwett Remover 


holds FIRST place 


Leads the field in total sales 





OR A LONG TIME Lingerwett has been recognized as the best, the 
K first remover in point of performance. Nevertheless, there are many 
painters who do not know about it, and some dealers who do not carry 
it on their shelves. If you are among them, you owe it to yourself and 
your trade to change that condition right now. Order Lingerwett—sell 
Lingerwett—because it pays. 

It pays in sales to carry the largest selling remover on the market. 

It pays in profits to sell the kind of product that does the dest possible job. 

It pays in turnover to handle the only remover advertised regularly 
to the customers who buy from you. 

It pays in good-will to feature an article that brings nothing but 
enthusiasm and praise from its users. 

And it pays in prestige to sell a remover on which the manufacturers 
place a money-back guarantee. We return full price to any dealer or 
painter who does not get 100% satisfaction from Lingerwett Remover. 

Get behind Lingerwett, and see how this profit winner will build 
more profit for you. 


THE WILSON-IMPERIAL COMPANY 
Newark, N. J. 


LiINGERWETT 


“FIR ST”: highest 


or foremost in character; 


chief; best. 





Every Single Can of 
Lingerwett is Sold Under 
the Following Guarantee 


If any painter, or other consumer, 
wants his money back on his purchase 
of Lingerwett Remover for any reason 
whatsoever, you are authorized to give 
it to him. Simply tell us and we will 
pay you the full selling price, immedi- 


ately and without question. 
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DIXON’S MAINTENANCE FLOOR PAINT—all-purpose—reduces stock and satisfies a varied 
demand. Quality—Price—Profit recommend it! Write for Color Card 40BF and prices. 
Paint Sales Division, JOSEPH DIXON CRUCIBLE CO., Jersey City, N. J. 





























Positions Wanted Advertisements Accepted Free 


As announced in the December 11 issue, HARDWARE AGE, in order to help 
the unemployed in the hardware industry, will accept and publish Positions 
Wanted Advertisements free of charge. 


Only bona fide advertisements from hardware men and women actually 
without positions, and desiring employment with a hardware store or wholesale 
house, or with a hardware manufacturer, will be accepted. 


The accepted advertisements will appear in two consecutive weekly issues 
and a box number address may be used if desired. All replies to box numbered 


advertisements will be promptly forwarded postpaid by us. 


Help us to help any of your hardware friends who may be out of employ- 
ment, by telling them of this opportunity. 


Address your letters to the Classified Department of : 





HARDWARE AGE 
239 West 39th Street New Yeork City 
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Eagle Soft Paste saves painting time 


& It comes already broken up to shop-lead consistency .. . YAU 


thereby saving painting time. Most painters have changed over to 


ste 
. . though some still use the Heavy Paste for flat by 
e & 


glossless finishes. Eagle comes both ways. 


Eagle Soft Paste . 


LEAD 


more than ever, home- 
owners are LEAD- 
PAINT CONSCIOUS 


you can satisfy them 
most easily, and build 
your OWN business 
most soundly, by 
recommending PURE 
LEAD PAINT 


EAGLE Pure 


WHITE LEAD (old dutch 
process), to be exact 
— mixed by the 
painter to fit the 


needs of each job 





The Eagle-Picher Lead Company 
134 North La Salle Street, Chicago 
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If you tried to paint a house with a stick 
of wood, you would make but little progress! 
Yet, with the cheaper grade of paint brushes, 
made from horse-hair, fibre or other mate- 
rials, you are doing something very similar 
to painting with a stick. Why? 










First, consider RUBRISTO Brushes, which 
are made from hog bristles, which have a 
“split flag’”—-which means that the end of 
the bristle is divided into four or five min- 
ute hairs. It is very evident that these 
minute hairs hold the paint and give far 
better coverage than possible with horse-hair 
or similar products. Therefore, RUBRISTO 
Brushes mean speedier work! 





Not only that, but these hog bristle brushes 


if 


Every leading Hard- 
ware Dealer reports 
increased Sales of 


Moore Push-Pins 
and 
Moore Push-less Hangers 


in their new Window-front packets. Get your 
share of this extra demand by displaying one or 
more of our novel Display Cases. 


Style F Style G 
42 10c Packets 48 10c Packets 
Push-Pins and Push-Pins 
Push-less Hangers Only 
Style L 


150 10c Packets 
Push-Pins and 
Push-less Hangers 


Your Jobber will supply you promptly. 
Constantly advertised. 


MOORE PUSH-PIN .COMPANY 


Wayne Junction Philadelphia 
Established 1900 


Aimball, 














last far longer—due to the wearing qualities 
of bristle and also to the fact that these 





bristles are properly set in vulcanized rubber. 


HANLON & GOODMAN CO., 
342 Madison Ave., 


New York 


Send for 
our 
illustrated 
catalog 








Fast and Safe ol 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevatoris not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 


Machines 



















WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
4AA 
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The TREND 
Mitezyeta in PAINT SALES 


the 


/ 


LiITHOPO 


most 
used 
white 
paint 


pigment 


These booklets 


give all the 





reasons 


why more paint you sell is based on 


LITHOPONE 
VAT ORO (G 


and ZINC OXIDE and 


lis \ pplication to Paint 


than ever before. 


YA} (Gan @) 413) 2 
the 


ATT ATE) 


paint 





pigment 


THE NEW JERSEY ZINC COMPANY 
160 Front Street, New York 

Send me, free, facts to help me increase my paint turnover. 
eS oe ie es ey alka heen Meee REO 
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Give Your Customers 


More for Their Money! 


S far as Paint and Varnish 
Brushes are concerned, you 
can give more for the money 

without sacrifice of profit. 


Excelsior Paint and Varnish 
Brushes, because of our modern 
manufacturing methods, are low 
priced yet have that high quality 
you expect from expensive makes. 
Their bristles are the finest im- 
ported from China, free from dirt, 
set in vulcanized rubber. 


Offer your customers exceptional 
value by carrying Excelsior Paint 
and Varnish Brushes. 





w TRADE -. PAINT and 
@ VARNISH 
7 XCELSI 0 BRUSHES 


Made by Edward E. Robinson 
347 West Broadway, New York, N. Y. 


ASK YOUR JOBBER FOR PRICES 





/ PITTSBURGHS 
et Products 


lass - Paint - Varnish - Lacquer - Brushes 


























ANOTHER BOOST FOR 
WOOSTER BRUSH SALES 


Wooster announces the new “TOWER” Display 
Stand with a “can’t-refuse” appeal to all brush 
buyers. Display is beautifully colored . . . 
brushes clip on . . . customers serve-self. Dis- 
plays 30 brushes covering any price, style or 
kind you may choose. Yet takes up only 14 
inches of counter space. Ask your jobber how 
to get one of these new money makers . . . 
or write 


THE WOOSTER BRUSH COMPANY, 
Wooster, Ohio 


“Makers of Good Paint Brushes for 80 Years” 








STANDARD FOR 75 YEARS 


TILLEY 


LADDERS 


SAFE STURDY RELIABLE 
(Write for illustrated catalogue and prices) 


THE JOHN S. TILLEY LADDER CO. 
Watervliet, New York 














it 


_4 BRUSH-NU COMPANY 


Gp, BALTIMORE MARYLAND ¥ 
Nl ~t 
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MURPHY FINE FINISHES 


Famous for 65 years among architects, master painters 
and makers of products requiring a fine finish 
Brushing Lacquer 


Unrivernish 
Linoleum Lacquer 


Da-Cote Enamel 

Da-Cote Floor Enamel 

Da-Cote Varnish Stain 

Quick Velvet Enamel Muronic Enamel 

Transparent Spar Varnish Transparent Floor Varnish 
Transparent Interior Varnish 


Airplane Super Spar Varnish Quick White Enamel 


MURPHY VARNISH COMPANY, Newark, Chicago, San Francisco 


WAITING 
ADAMS 


BRUSHES 


STANDARD SINCE 1808 
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BE SURE 
To Have Colored 


Lamps in Your 








Windows 


BRIGHTEN your show 

windows with the Christ- 
mas display material sent to 
you by the Edison Lamp 
Works. The youngster, 
the toys, and the Christmas 
tree are all there--irresistible 
appeals to come in and buy 
something. 


This display material has been de- 
signed to sell more than just lamps 


for Edison MAZDA‘ Lamp Agents. The 
colorful streamer, lamp holder, playhouse 
cartons, and price cards all radiate the 
Christmas buying spirit. A glance at 
the illustration will show how they fit 


into any display. 


And remember to show colored lamps. 
They are as Christmassy as stockings by 
the fireplace, holly wreaths, or gleeful 


kiddies surrounded by new toys. 


*MAZDA—the mark of a research service 


EDISON MAZDA LAMPS 
GENERAL @S ELECTRIC 
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PUMPS : 


Honor-Bilt’ Power Water Equipment 











In the long run—over a spread of years—for time is required to judge a 
water system, the name MYERS is a symbol of quality that can be counted 
on to live up to its established reputation for dependable, low cost water 

service. 


With many an experienced pump expert to watch over its building 
—with rigid mechanical standards to protect its users, with new 
practical improvements to simplify its service, to lower its 
operation costs, a Myers Water System, regardless of size, 
style or price, stands as an example of originality and 
efficiency backed by ample capital and plant perma- 
nency that will assure every dealer, every plumber 
or pump man a sound and more profitable, year- 
through, business than is possible with many 

other lines. 





National publicity through leading class, 
farm and trade publications, telling 
the story of Myers superiority to 
millions of folks each year, is an 
added trade asset that means 
much to those who are sell- 
ing and installing Myers 



































Let us have your 
inquiry and 
request for 
catalog 





today. 



























































PUMPS -WATER SYSTEMS -HAY TOOLS -DOOR HA 
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* WATER SYSTEMS «= HAY TOOLS + DOOR HANGERS 
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RIM NIGHT 
LATCH No. 3517 





HIS Latch is attractive and is a 
product of Eagle Excellence in 
every detail. 


1. Finely finished wrought steel case 
black japanned. 


2. Solid brass bolt and attractive solid 
brass knob. 

3. Full size five pin tumbler brass 
cylinder, with three .milled German 
silver keys. 


The case is smaller (31%4” x 2”)—and 
so is the price. 


The Eagle Quality Line 


Night Latches Store Door Sets Wood Screws 
Trunk Locks Padlocks Stove Bolts 
Front Door Sets Cabinet Locks 




















EAGLE LOCK CO. 


eEnNeCTa. ales 


ice 
26 Warren Street-- New York 
Bronch Offices: 


52ICommerce St. 177179 N.FranklinSt. ‘114 Bedford St 
Philodelphia, Pa. Chicogo, Hil. Boston, Mas? 
Works ot Terryville, Conn. 
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Ie 73 Years ExperRtENCE—asmanufac- Se User Protectep—every Atkins 
turers of high quality saws. product has the maker’s name 
2eTue Best MaTERIAL— SILVER clearly etched on the blade and isa 
Sree., Atkins’ exclusive formula positive guarantee of satisfaction. 


3° Untrorm Temper—no soft or hard 
spots, hold their tension. 

4e¢Prerrect Workmansuip—the best 
prains, skill and money can produce. 

&e Exciustve Features—in both de- 
sign and finish are exclusive with 


9 eSreapy Demanp—resale value of 
Atkins Saws is greater than jusi 
ordinary saws. 

10¢Distrinution—Service Plants: 
Atlanta, Chicago, Memphis, New 
Orleans, New York, Portland, 





Atkins. Seattle, San Francisco, Vancouver, 
@¢ Erricrency—cuts faster because of B. C., and Paris, France. 

sharp, correct shaped teeth and FAM O U Ss Ss E LLIN G Factorres— Machine Knife, Lan- 

grinding. caster, N. Y.; Grinding Wheel, De- 
‘7° Lona Lastrnc—Siver STEEx lasts R E A S O N S troit, Mich.; Cantol Waz, Blooming- 


ton, Ind.; Canadian, Hamilton, Ont. 


longer than ordinary saw steel. 


FOR THOSE WHO SELL 


ATKINS PRODUCTS 
No. 401 Stir: SHIP POINT 


Rapid Turn-over—The hard- 
ware merchant who sells Atkins 













Sitrver Steet Saws and Tools 
makes a rapid turn-over and a 
legitimate profit on every sale—a 
profit he deserves. Every Atkins 
Saw and Tool is manufactured to 
the highest degree of efficiency, 
not down to a lowly price basis. 


The No. 401 Ship Point— 
Made of genuine Atkins Sitver 
Steet, Straight Back, taper 
ground, with beautiful mirror 
polish. Has Atkins Improved 
Perfection Pattern Handle 
of solid rosewood, piano finish, 
that prevents wrist strain. E. AND 

Can be had in regular pattern. Cc. A TK N COMPANY 


For skew back regular and ship 


pattern specify The “400.” INDIANAPOLIS, U. 8S. A. 
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The Market is 
Still short on Beauty. 








McKinney Policies And the demand is long! Make a quick survey of 
There is a decided trend your Builders’ Hardware Department with that idea 
among progressive whole- in mind. Pick out those products which sell largely 
aes me setters te on beauty—and then give those items special at- 





study a manufacturer's 


lhe en ill -as Sis tention. They will build up your profitable vol- 


product. McKinney ume to offset any weak prices in staples. Chief 
welcomes such in- among such profit-makers you will find Mc- 
quiries. It is the Kinney Forged Iron Hardware. This famous 


modern way of Mc KINNE Y line came upon the market several years ago 
doing business. 


and demonstrated that the unit hardware 


McKinney poli- , ddiee : 
: VW 7 sale on a given building could be increased 
y ar 50 . . 

cei ih 5 HARD ARE several times over. The public wanted 

they can be pre- ‘ more authentic beauty in its hardware— 

sented in black for Builders and it was willing to pay wherever Mc- 

and white .in this Kinney Forged Iron Hardware was shown. 

small space. First, ... The demand is still present in every sec- 


McKinney _ products 
are not sold to chain- 
stores or mail-order 
houses. Second, develop- 


tion of the country. It is more important than 
ever for the trade to turn that demand into sales. 
See that your sample line is in its best condition. 


ment work is concentrated Schedule McKinney Forged Iron and show the 
on the perfection of spe- actual pieces. Ten chances to one the sale will go 
cialties that will remove the through as planned. The market is still short on 
legitimate hardware trade beauty! McKinney Manufacturing Cgmpany, Pitts- 


from profitless competition. burgh, Pennsylvania. 











President | ® 
| 
Buy 
from your 
Jobber HINGES 

GARAGE HARDWARE 
FORGED IRON HARDWARE 
BUILDERS’ LOCKS AND TRIM 
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Give 
PAINT 


A BETTER 


PLACE in the 


EOPLE don’t paint their 

houses over for Christmas 

or decorate the front door 

with a life-size figure of 
Santa Claus to surprise guests. No, 
but they can be induced to use 
paint for Christmas decoration in 
quite an unusual fashion if it is 
suggested to them. 

This is on wall board. Much 
charming decoration for the holi- 
day season, decoration which is 
modern and unusual and can be 
accomplished with a minimum of 
effort and expense, is made with 
paint and this simple building ma- 
terial. Whether or not a hardware dealer wishes to 
handle the wall board, himself, does not matter. He 
can make some business arrangement with his neigh- 
boring building supply dealer to direct customers to 
him, or for the convenience of his customers he can 
buy the lengths of wall board from the building mate- 


Christmas 
Picture 


By B. A. HOUCK 


rial merchant and handle them 
, himself. 

Window display is the most sat- 
isfactory means of telling the story 
of Christmas decoration with paint 
and wall board. It has a twofold 
advantage. Not only does it adver- 
tise the use of these two materials 
for decorative purposes, but they 
serve as a decorative Christmas 
background for the regular Christ- 
mas display. 

I obtained my ideas for the holi- 
day uses of paint and wall board 
last Christmas from a window dis- 
play in a western city. A large 
furniture store had its windows decorated with a back- 
ground of Christmas trees, stylized and arranged along 
the wall in panels. As I was in search of some unusual 
means of decorating my living room for Christmas, 
which would be smart, original and inexpensive, I 
inquired how these charming trees were made. 
(Continued on next page) 
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The answer was wall board and paint. The trees had 
been cut from wall board, the design first being traced 
on the wall board with a pencil and then cut out with 
a very sharp knife. When I was experimenting with 
them, I cut a newspaper pattern for half the tree (it 
was bi-symmetrical), traced it and reversed the pat- 
tern to trace the parallel side. The trees which I 
made, a pair for my fireplace about four feet high, 
were painted with aluminum paint like those I had seen 
in the store. However, it is not necessary to limit them 
to this surface coating. Scarlet and green or, if a 
more modern effect is desired, any other color may be 
used. 

Whatever the final finish, it is necessary to size the 
wall board before painting it. This may be done with 
the prepared sizing liquid which hardware dealers 
carry; or the customer may prepare his own, by thin- 
ning first-class interior varnish with turpentine and 
coloring it with a little of the paint which is to be used 
for the final coat. When the sizing has thoroughly 
dried, the paint is applied. 

A friend of mine adapted this idea last Christmas 
but decorated the silver surface of her Christmas trees 
with bright circles of color to simulate Christmas tree 
decorations. She added a touch of fantasy by insert- 
ing some real tree ornaments here and there into holes 
cut out so as to fit them snugly, exposing half of the 
sphere. This will enhance trees that are to be used 
for window decoration by giving a more sparkling 
quality to the display. 

Of course Christmas trees are not the only effective 
decoration that can be accomplished by means of wall 
board and paint. »A little experimenting will suggest 
many other uses for these twin materials. In these 
days of trick heating appliances when fireplaces are by 
no means the rule, many homes have no chimney for 
Santa Claus to descend on Christmas eve. While the 
grown-ups may see how this inconvenience can be 
circumvented by old St. Nick, it is a constant source 
of worry to the youngsters. A chimney and fireplace 
of wall board, painted in imitation of brick, will set 
their minds at rest and furnish not only a place to 
hang stockings, but realistic decoration for a living 
room that is quite in keepingwith the Christmas spirit, 
as well. For the very young, the chimney may be so 
built that Santa Claus can pop out of it and distribute 
presents with every appearance of reality. 

The living room is not the only room of the house 
which is a potential market for the hardware dealer in 
the matter of Christmas decoration. As effective uses 
may be made of it in the dining room. A Christmas 
table top of wall board can be made to fit on top of 
the table and decorated with holiday motifs. Such a 
table top can be effectively displayed in the china and 
glassware department of the hardware store. Set with 
silver, glass and china it contributes as much to the 


festive spirit of the store as it will to the home on 
Christmas day. 

A suggestion for decorating a round wall board table 
top is to coat a large circle in the center with aluminum 
paint and border the edge with three wide bands of 
white, scarlet and black. Crystal candelabra with white 
candles contribute a sparkling loveliness to this table 
decorated in the modern mode. A square or oblong 
table top is very attractive when decorated with a sten- 
cil border on a background color. Stencil designs with 
Christmas motifs are easy to obtain and to apply. 

To paint a stencil design, the space should first be 
marked off with a pencil and the pattern measured care- 
fully to make sure that it will fill the space correctly. 
Then the stencil is fastened in place with thumb tacks. 
If more than one color is to be applied (and if several 
colors are used the dealer will sell more paint), a sepa- 
rate pot and brush are necessary for each color. A 
number 2 stencil brush is a good one to recommend 
to customers for this type of work. As most dealers 
know, it is used like a hammer, being tapped, rather 
than being stroked back and forth. After it is dipped 
in paint, it is kept at right angles and pounded through 
the cut-outs. When the transfer is completed, the sten- 
cil is carefully lifted, and pulled straight away to 
avoid smearing. 

Some other attractive color combinations for the 
painted table top are as follows: white background with 
decorations in scarlet, deep bright blue and green; 
scarlet background with decorations in black, silver and 
green; a silver background decorated with red and 
green, and a green background decorated with silver 
and red. 

On the mantel between the wall board Christmas 
trees, for a centerpiece on the wall board table top 
or massed atop the wall board chimney, every home 
will have its share of Christmas holly. “Not much 
chance of a sale there,” thinks the hardware dealer, 
who, despite the variety which his store offers, lets the 
florist carry the holly. But that is just where he is 
mistaken. In line with the smart feeling of artificiality 
which the silvered or painted Christmas trees suggest, 
the use of holly “as is” is not particularly in keeping. 
A brittle, glass-like appearance which may be given 
to the leaves and berries is more striking. It is done 
by dipping the sprays in shellac—another sale for the 
hardware dealer. 

A quantity of white shellac is poured into a container 
and small sprays of the holly dipped into it. Previ- 
ously, pieces of string are tied to the ends of the twigs 
so that by means of these, they may be attached to a 
line of cord and left to drain and dry. Masses of this 
holly, which glitters like colored crystal, will help your 
window and inside displays along and be an unmis- 
takable attraction to customers. 





There are more ways than one to use PAINT at Christmas time. 


This article tells the retail dealer how. 


The ideas set forth 


here will help to PUT PAINT IN THE CHRISTMAS PICTURE. 
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More elling— 


by Llew S. Soule 


UST now there seems to be an epidemic of “Buy 
Now” Campaigns. The public is being bom- 
barded with advertising urging people to buy, 
but doing very little to create in their minds the 
desire to buy. 


In many cases the “Buy Now” advertising is, from 
its very nature, an argument against buying. It tends 
to create in the public mind a suspicion that perhaps 
conditions are such it might be well to hoard rather 
than spend money. It smacks of propaganda, and the 
public is fed up on propaganda. Then too, there is 
often an insincerity reflected in the fact that those who 
urge others to buy, are themselves refusing to buy. 


Let us take for granted that there is logic in the 
idea of buying, at this time, the things one wants and 
can afford. Let us take for granted that a general 
loosening of purse strings would do much to hasten 
business recovery. Even though all this be true, are 
business men approaching the problem from the proper 
angle? Are they not stressing buying when they should 
be putting the emphasis on selling? Are they not, in a 
measure, passing the buck to the consumer? Would not 
intensive selling be a much more subtle and successful 
method of inducing people to buy? 


The great bulk of the people in this country do not 
buy on logic. Few of them ever buy merely because 
it is a logical time to purchase. Most of them buy on 
impulse, created by some subtle appeal to some form 
of sentiment. To one person who buys because it is 
logical, there are a few hundred who buy because of 
pride, desire, love of comfort, price or the indulgence 
of some hobby. Even in these matters most of them 
are not self starters; they need the urge which comes 
from suggestion and salesmanship. The few who buy 
on cold logic will reason out for themselves what they 
should buy and act accordingly. To be sure they will 
listen to logical arguments, but the original urge to 
buy is more apt to come from within than from without. 


Then too, there is the personal element to consider. 
People have repeatedly had their hopes raised by mis- 
leading propaganda. They have reached a point where 


their first thoughts are for themselves and their fami- 
Unconsciously they are more interested in their 


lies. 


Less 
Sop 


STUFF 


own personal welfare than in the general welfare. They 
will not be stampeded into spending money merely be- 
cause business men tell them that buying now will 
hasten the return to general prosperity. 


To the average consumer, the only reasons for buy- 
ing now are necessity or desire and the ability to do 
so. The merchant’s job is to create desire in the con- 
sumer’s mind for the goods he carries; to sell mer- 
chandise, rather than to beg people in a general way 
to spend money. Sensible selling will breed confidence. 
Continual harping on, the general subject of “buying 
now” has a tendency to breed suspicion. Some people 
openly resent it. 


No one, however, resents the appeal of desirable mer- 
chandise. No one resents good merchandise displays, 
well trimmed show windows, or well worded, desire 
creating advertisements. No one resents a brand of 
salesmanship which reveals a friendly interest in the 
customer, his needs and his desires. 


If the merchants of this country will bend their ef- 
forts toward the selling of worth while merchandise to 
individual consumers, there will be no need to franti- 
cally beg the general public to “Buy Now.” 


You are in business to sell merchandise; to create 
desires for specific items, and then satisfy those desires. 
Your stock should consist of the right merchandise, a 
proper amount of knowledge, service and salesmanship. 
It is in itself enough to keep you busy. Confine your 
efforts to it and leave the suspicion creating sob stuff 
to those who need it. 
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Almost 75% of Wilder’s customers are 





More and more women are 
coming into the hardware 
picture, and if a man make a 
success out of his storekeeping 
efforts he has to right-about- 
face and put his store in order 
to please the feminine eye— 
more price cards out in the 
open, dress the windows dif- 
ferently and more salespeople 
who know how to get along 
with the women. 


The way the Wilder depart- 
ments are laid out makes it 
impossible for the average 
woman to enter the store 
without making the entire 
rounds of the merchandise 
sections. 











By ROBERT K. DORAN 


WOMAN’S STORE! 
This, in brief, describes the suc- 
cessful Wilder Hardware Com- 
pany, North Tonawanda, N. Y. 

W. Ivan Wilder’s store is wide, long, bright-lighted ; 
it has modern fixtures, first class arrangement and is 
well located on a busy corner. Around and about is 
the competition of nine regular hardware stores. In 
addition, there is a formidable quota of stores, shops 
and what-have-you, miscellaneous and sundry, that 

dabble in this and that hardware item. 


But, withal, Wilder does a record business. He gets 
more than his share of the male trade. At the same 
time the womenfolk of the Tonawandas—the small 
city of Tonawanda is just across the celebrated Erie 
Canal that separates these two Buffalo suburbs—flock 
to his standard in ever-increasing numbers. 


“Close to 75 per cent of our customers are women,” 
says Mr. Wilder. “The percentage is high, I know, but 
we have gone to lengths to attract and hold feminine 
shoppers in our territory. 


“Take our window displays, for instance. We have 
large window space flanking on two streets. The space 
is so arranged as to present five, six and seven, or even 
more individual displays simultaneously. And the great 
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You've heard about the trend of buying swinging over 
heavily to the women—Ivan Wilder, of North Tona- 
wanda, N. Y., knows why and how to adjust the hard- 
ware store to it. Robert K. Doran tells you in this article. 


majority of these displays appeal directly to women. 

“Speaking of the smaller, individual display, we can 
say that we have had and are continuing to have very 
good results from such window showings. The large 
window is passé as far as we are concerned. Our win- 
dow space is valuable and has a valuable purpose. That 
of selling the maximum amount of merchandise. The 
greater variety of merchandise these windows contain 
—such variety shown through individual displays—the 
better are our chances of beating former sales records. 

“We try hard to make our windows perform a dual 
role. First, the role of selling merchandise they con- 
tain to customers viewing it from the sidewalk. Sec- 
ond, that of urging these same customers to want to 
come inside and see what else we have to offer; to see 
the entire store. Once a customer is inside your store, 
a sale, or two, or three, or more 
are almost as good as made! 

“Our experience, however, tells 
us that we shouldn’t bank too 
much on the selling ability of 
window displays, howsoever fine. the young lady who 
If a woman should enter our store vm ar ie 
and find the general atmosphere, 
the merchandise itself, the fix- 
tures, the employees and the what- 
not that spells the word ‘store,’ 
not in keeping with the exterior 
she will turn on her heel and walk 
out. If she doesn’t do the ‘turn- 
ing about’ immediately, she will 
make her exit as soon as she dare and still not make a 
minor spectacle of herself. She feels she has been 
fooled, tricked into coming into our store. The result? 
We all know it! 

“We have laid out our store with the feminine cus- 
tomer in mind. We have planned store layout so that 
every section appeals in some manner to the woman. 
Thus we encourage feminine shopping of the entire 
store, not just portions of it. 

“We see to it that all merchandise is clean and neat, 
free of dust and entirely presentable to a discriminat- 
ing clientele. All merchandise is plainly visible and 
marked for price. We employ the best artificial light- 
ing possible, and keep it on all day long. Our plan, in 
short, is to keep our store a satisfying headquarters for 
women in their quest for hardware, electrical special- 
ties and housewares!” 

Last year Wilder sold 176 radios; 109 electric re- 
frigerators; $20,000 worth of the smaller electrical 


Fred Gatke, a man 
of long hardware 
experience sells a 
tennis racquet to 


counter.” Note the 
orderliness, a fea- 





ture upon which Mr. Wilder insists. 
The plain counter holds only such 
items as will help sell this woman a 
tennis racquet. Wilder has the right 
idea in not crowding his displays. 


items, and so on. All in a community 
of some 30,000 to 35,000 population! 
The “secret” of his success is the fact 
that he has a large stock always avail- 
able; that he window displays and shows this stock in 
his store to best advantage; that he and his five em- 
ployees made a special effort to please women cus- 
tomers. 

Monday is Wilder’s second biggest day of the week. 
Saturday comes first of course. Wilder attributes 
Monday’s business to the fact that women, after hav- 
ing talked over purchases with their husbands on Sun- 
day, seize the first opportunity—Monday—to actually 
buy the goods they planned with their husbands to 
purchase. Another reason: Sunday is the husband’s 
free day. He sees little things that are needed around 
the home. Little things that he, the man, would buy if 
he had the time. And so he asks his wife to get them 
for him. Thus is the scheme of buying changing. And 
thus should the scheme of each and every hardware 
merchant’s selling change. 

“Hardware selling is not what it was ten years ago,” 
admits Wilder. “More and more women are coming 
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Here Are Examples of Utilities Merchandising 


“SHOWING THE 


OOK at the advertisements on these facing pages. Read 
them carefully. They represent the two extremes 
which exist in the field of Utilities merchandising. 


On the opening page are two advertisements 
which appeared in the newspapers of an Illinois city. On 
the opposite page are two which appeared in the news- 
papers of a city in Pennsylvania. 


Both deal with the same appliances—electric toasters and 
| electric waffle irons. Both were placed in the newspapers 
by electric utility companies. 

One set of these ads deals with special prices; low down 
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LICE BY SLICE, 

the whole loaf of 
bread is almost magi- 
cally transformed into 
delicious, crisp, brown 
toast, buttered hot, and 
ready to eat in only a 
few minutes time. 


CLEA TEs ni aaa aaa 





Right at the table, 
while you’re partaking 
of coffee, or tea, or with 
any meal, or in-between 
meals—it’s a simple, 
wholesome delicacy 
made ready almost 
without effort with the 
Electric Toaster. 


















Toast is the pleasant 
prescription for any 
diet. 






















= almost, as any of us can recall waffles 


have always been a popular and much desired 
food... and delici ially 
when served with plenty of butter and a gen- 
erous spread of maple syrup. 


The idea of making waffles right at the table, 
Lies them I > Ls them seh 
the bother of greasing, making them electric- 
ally with current so easy to have by simply 
plagging-in to a nearby electric connection... 
this is the modern way, the simple easy 
method that any family can employ with an 

electric waffle iron. 


























These two utili- , 
Your nearest Electric or Hard- ties ads specifi- f Electric waffle irons are on dis- 
J ware Dealer will be glad to ly er the i f play and for sale at your nearest 
iain tie mail: Me Ban cal ref es the - ‘ Electric or Hardware Dealer. 

"a fullsupply of Electric Toasters. —— iy 

reguiar mer- | 

i 

chants | 
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WO EXTREMES 


ELECTRIC 
WAFFLE IRON 


YOU CAN'T AFFORD to MISS! 


Regular *9.95 On Easy Terms 
Value for 





payments; balance in small 
payments and the _ subtle 
phrase “with your light bill.” 

The other set takes an en- 
tirely different attitude. The 
advertisements which com- 
prise it, are designed first to 
sell the idea of toasters and 
waffle irons; then to create de- 
sire through descriptions, 
uses values and appeals to the 
appetite. 

They do not feature price 
nor terms; they talk mer- 


TOASTER SPEC! 





Electric Toaster 





e waffle iron you'll be proud to use. The grids are espe- 


Really, here’s 2 handsom , -agheo 
cially result that they make a thick, crisp, evenly brown waffle, 
eS Neither is there grease or smoke—only the appetizing aroma 
of cooking waffles. 

Be inced of this 
WAFFLE THIS WEEK! 


Er ‘ight Co. | 


These ads deal with special 
prices and terms and reflect 
a desire to get all the appli- 
ance business for the Util- 


ity Co. 


ional valve. COME IN AND HAVE A SAMPLE 











chandise. 

The most significant differ- 
ence in these contrasting ad- 
vertisements, however, is 
this: 

Those with special prices, 


45c DOWN 


Balance 50c a Month With Your Light Bill 


Specially Priced at $2.95 


This is the famous “Fiip-Flop"—-"st turns the toast"”—uses 
‘ent, makes two 





very little curr 
Httle time; comes in handsom: 
Plug @&4 cord attachd. An 
table accessory. 


ty ter ia vnusua 
jot ontuse: with the nary low-priced t e 
lo down payment and sug- magPYactured for bargain sales. Jt is one of our regular toasters 
Ww 9 = carries our standard guarantee, the same as any $6 to $8 
iter. 


gestions as to balance being 








paid “with your light bill” are | CP 


direct Utility ads. They con- 
tain no references to any 
other sources of supply. 

Perhaps the Utility back of those advertise- 
ments, realized that other sources of supply could 
not compete against such a combination of cut 
prices and terms applied to minor electrical ap- 
pliances. 

In the other set of advertisements, dealing with 
the same minor appliances—toasters and waffle 
irons—the Utility company gives full recognition 
of the fact that there are other sources of supply. 

These advertisements specifically tell the con- 
sumer that the appliances mentioned may be ob- 
tained from his nearest electric or hardware 
dealer. 

Evidently the Utility company back of these ad- 
vertisements considered it unnecessary to cut 
prices and advertise ridiculous terms in order to 
sell appliances. Evidently it considered coopera- 
tion a better builder of “service load” than cut- 
throat competition. 


Electric waffle irons and toasters are accepted, 
over-the-counter merchandise. There is no logical 
reason why any one should resort to cut prices 
and unbusinesslike terms in order to sell them to 
the public. 

The excuse that such tactics are necessary to 
build service loads for Utility companies is piffle, 
unworthy of consideration by intelligent merchan- 
disers. 

When used by public utilities companies, who 
can charge merchandising losses to operating ex- 
penses under a guarantee of a set percentage of 
profit on investment, such tactics represent unfair 
methods of competition. 

There are many examples to prove that they are 
unnecessary as well as unjust. The utilities which 
practice them are merely allowing greed to get the 
better of sound business judgment. 
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A master of the art of wood 
carving, this Davenport, Iowa, 
manufacturer has also carved 
out a career that has been a 
benefit to his fellow citizens. 


William H. Voss Refused to Bow 
to Adversity 


DVERSITY less_ serious 

than that faced by Wm. 

H. Voss at the age of 

18, has caused many 

youths to lose hope. However, 
Mr. Voss, president of the Voss 
Brothers Manufacturing Co., Dav- 
enport, Iowa, believes that ad- 
versity only awes those who will 
bow to it. “As long as a man has 
the courage to carry on unrelent- 
ing toward his objective, he will 
not find it difficult to reach the 
goal,” says Mr. Voss, whose 


achievements, physically handi- 
capped as he is, should prove an 
inspiration to every member of 
the hardware fraternity. 

When Mr. Voss was a young 
man of eighteen, his right arm 
was so badly shattered by the ac- 


cidental discharge of a shotgun, 
while on a duck hunting trip, that 
amputation, a few inches below 
the shoulder was the only alter- 
native. Instead of losing hope, 
Mr. Voss had different plans and 
these did not follow the path of 
least resistance. He resolved to 
become a,wood carver. In that 
era hand carved wooden wall 
brackets, used as coat racks and 
as receptacles for comb and brush, 
were in vogue. After applying 
himself diligently to learning how 
to carve, using only his left hand, 
he became so proficient that he 
was able to readily dispose of the 
wall brackets he carved, through 
selling them to housewives by 
calling from door to door. 

In time the people of Davenport 


became impressed with his abil- 
ity as a woodcarver and after he 
had earned quite a local reputa- 
tion for his work, he began to re- 
ceive requests to undertake larger 
and more remunerative jobs. All 
of the objects he carved were 
wrought after his own drawings 
and the designs were made to ex- 
act scale. An example of one of 
the objects carved by Mr. Voss in 
1880, an elaborate hand carved 
buffet or sideboard, is shown in 
an accompanying illustration. One 
of Davenport’s leading citizens 
commissioned Mr. Voss to make 
the buffet, presenting it to his wife 
as a birthday gift. The buffet, 
constructed of solid walnut and 
mahogany, richly ornamented 


. with hand-carving, brought $600 
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BOVE are but a few of the 
many pictorial plaques 
executed by Mr. Voss. It is 
difficult to realize that such 
beautiful work could be done 
by one handicapped by the loss 
of his right arm. They would 
be an outstanding achievement 
for an artist with the skillful 
use of both arms. At the right 
is his bench and carving tools. 
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when delivered to the purchaser 
fifty years ago. It is still a treas- 
ured possession in the same house- 
hold. 

Still larger jobs steadily came 
his way. Mirrors, built-in book- 
cases, doorways and similar com- 
paratively small jobs, led to mak- 
ing and decorating with hand 
carvings, complete fixtures for 
some of Davenport’s most exclu- 
sive business’ establishments. 
Banks, jewelry stores, saloons and 
confectionery stores were among 
these. Finally, the city of Daven- 
port recognized his genius by 
commissioning him to make and 
carve the Mayor’s rostrum in the 
Municipal Building, which still 
stands as a tribute to his art. By 
this time his masterpieces in wood 
had brought him many prizes and 
wealthy people were attracted to 
this single-handed master of wood 
carving to learn the art. 

Decorative wall plaques re- 
ceived their share of his attention 
and the fine details of these were 
executed with a master’s touch, 
as is apparent from the examples 
of the plaques which are repro- 
duced herewith. At this period 
in his career his wood working 
activities had expanded to the ex- 
tent that it became necessary to 
find larger quarters suitable for 


_ carrying on with the work. 


It is not unusual that a man 
who had thus demonstrated his 
initiative by mastering the art of 
wood carving with his left hand, 
should find a further outlet for 
his ambitions by turning to in- 
venting. Having noted the effort 
that was necessary for his mother 
to expend in washing clothes, he 
resolved then and there to con- 
ceive a machine that would mate- 
rially lighten this then disagree- 


Ga 
uw 


able task. In a very few days he 
had fashioned a machine to wash 
clothes. Instead of rushing a pa- 
tent of the first machine to Wash- 
ington, he carried it home from 
his shop and gave it to his mother. 
His first thought was to lighten 
her burden, and as might be sur- 
mised his mother was delighted. 
On the following Monday or 
“wash day,” Mrs. Voss began 
hanging up a long line of snow 
white linen at about 10 o’clock, 
while her neighbors were still 
only half finished with the back- 
breaking task of bending and rub- 
bing over their wash tubs. Neigh- 
boring housewives, noticing that 
Mrs. Voss had finished her wash- 
ing, were quick to question her 
as to how the seeming miracle 
had been accomplished. When 
they learned that she had a wash- 
ing machine, every housewife 
wanted one like it and this started 
Mr. Voss on his career as a man- 
ufacturer of washing machines. 
In 1877, his first factory, a small 
frame building was erected, and 
he began to make washing ma- 
chines for a living. Selling at the 
popular price of $10 the machines 
sold rapidly. Within a few years 
the demand had grown until it be- 
came obvious that a larger factory 
and additional workers were re- 
quired. At this juncture, in 1882, 
his two brothers, J. A and F. P. 
Voss, were made partners in the 
business and a larger plant was 
erected. With the expansion of 
the. factory, further improvements 
were made in the product. The 
original machine was known as 
the “Rocker” and the principle of 
its construction will still be re- 
called by many hardware dealers. 
It consisted of a box or stationary 
tub, having a _ rocking device, 
(Continued on page 51) 
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OPINIONS ON THE CAPPER-KELLY 


Amendments If Necessary 


“After the Capper-Kelly legislation 
shall be in effect, it will be much 
easier to go back to Congress and ask 
for an amendment thereof than it 
will be to procure original legisla- 
tion after this bill should have been 
abandoned by its friends on the eve 
of Congressional action. 

“The Capper-Kelly Bill is a great 
step in the right direction. Its enact- 
ment would put the point of a wedge 
into the price cutting situation. If it 
should prove in practice that further 
legislation was desirable, it would be 
relatively easy to drive the wedge 
further home. 

“Let all those who believe in fair 
competition and who are real foes of 
price cutting, whether it be done for 
predatory or allegedly benevolent 
motives, line up behind Congress in 
a solid demand that it shall immedi- 
ately declare that contracts for the 
control of retail prices on branded 
articles are not unlawful contracts 
and that they are not against public 
policy or in violation of any statute 
of the United States. That should be 
our dominant determination at this 
time and we should not permit our 
councils to be confused by any 
eleventh hour suggestions which, 
whether made from good or bad mo- 
tives, are nothing less than defeat- 
ists’ proposals.” 

—Crichton Clarke, Counsel, 

American Fair Trade Association. 


A David’s Pebble 


“* * * * This little bill,” says Con- 
gressman Kelly, “is a David’s pebble 
which will help to slay the Goliath 
of predatory price cutting. The whole 
price-cutting system is competition 
run mad,” he declares. “Cut-throat 
competition, forced by interpretation 
of the anti-trust laws, have led to 
combination and monopoly. Today. 
there are 8178 chain systems, with 
189,985 units, which, since the deci- 
sion against which Justice Holmes 
dissented, have swept out of existence 
nearly 400,000 of those independent 
business men that President-elect 
Hoover, at Palo Alto, declared to be 
‘the foundation of American business.’ 

“The People’s Legislative Service, 
which is wholly committed to the 


FAVORABLE 


HE outstanding premise of those who favor the Capper- 

Kelly Bill in its present form is that it is a step in the right 

direction, and that subsequent amendments may be expected 

which will in time eliminate some of the objections which have 
been offered. They also say that it being the intent of the bill to 
legalize a contract on resale prices, the Supreme Court will likely up- 
hold any test cases brought about through exercise of the loopholes 
claimed by the bill’s opponents. Only a few proponents will con- 
cede the argument that the necessity of separate contracts between 
manufacturer and wholesaler, and between wholesaler and retailer, 
lessens the potency of the measure and in doing so reiterate their 
belief that the bill should be passed as a milestone of progress toward 
the ultimate goal of price cutting elimination. On this side of the 
question it is also said that even though limited in scope, the legal- 
izing of price agreements between vendor and vendee would permit 
a manufacturer to refuse to sell should the wholesaler not make the 
second contract, and then in the event that the wholesaler later did 
make the second contract, the manufacturer could resume business 
relations. In presenting this phase of their arguments, they state 
that the manufacturer who today refuses to sell a certain house, 
can never again resume selling that house, as to do so is an implied 
agreement. Extracts from specific favorable statements, with source 
indicated, follow: 





cause of the general consumer, has be- 
come convinced, after a careful study 
of the Capper-Kelly Bill, that its 
passage is necessary, in the interest 
of the consumer as well as that of the 
independent merchant.” 

—Bulletin of People’s 

Legislative Service. 
(Distributed in June, 1930). 


Might Check Price Cutting 


“Nevertheless, although the Cap- 
per-Kelly Bill may not offer a much 
greater measure of practical relief 
than is now open to the seller of 
trade-marked goods who knows his 
rights and really objects to price cut- 
ting, the fact remains that legaliza- 
tion of price maintenance contracts 
might act as a check to prevent price 
cutting practices and to strengthen 
the efforts of those really desirous of 
maintaining the resale prices of 
goods sold. So far as the public is 
concerned, agreements to maintain 
resale prices do not necessarily mean 


that on the average the public will 
pay more for the goods.” 
—Editorial in (N. Y.) Journal 
of Commerce. 
(March 31, 1930, issue) 


To the Public’s Interest 


“And finally, and perhaps most im- 
portant for the public welfare, the 
effect of this bill would be to put the 
small local dealer more nearly on a 
competitive basis with the great chain 
store and other combinations. It is 
generally and properly recognized 
that the gradual extinction of small 
independent dealers will be a loss to 
countless communities throughout the 
Nation, and so to the Nation itself. A 
small independent dealer who is 
identified with the community. where 
his store exists, and who is active in 
its life as a citizen and taxpayer, is 
surely more advantageous to that 
community than a mere selling agency 
of a foreign concern, which agency 


(Continued on page 38) 
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UNFAVORABLE 


AKING into consideration only those opponents of the pres- 

ent Capper-Kelly Bill, who favor what they term adequate 

price control legislation, the fundamental objection is the 

necessity of two separate resale contracts to effect price 
control. This group sees an inability on the part of the sincere man- 
ufacturer to protect the prices of his wares beyond the first resale 
and see a possible menace through dummy corporations acting as 
wholesalers who would in the retail end of their activities get around 
the law, by neglecting to make the second contract. In answer to 
the suggestion that even the present bill is a step in the right direc- 
tion, they feel that it is not a big enough step to help, and that the 
supporters are assuming too much in predicting future decisions by 
the Supreme Court. They also feel that with the delay that has al- 
ready been experienced on the measure, a further delay in the inter- 
ests of a stronger bill is desirable. They also object to the escape 
from the resale agreement offered by that part of the bill which ex- 
cepts “the close of the season,” etc., feeling that this provides too 
much latitude to those who might wish to evade the spirit of the law, 
were it as embracing as its proponents claim. This group also dis- 
putes the belief that the bill changes the status of the manufacturer 
refusing to sell a wholesaler, as explained on the opposite page, but 
in most cases are willing to concede that if this particular premise 
be true this phase should be more clearly substantiated and might 
lessen some of the objections they have raised. Extracts from spe- 
cific unfavorable statements with source indicated follows: 





the retail price to consumer where 
the goods are sold to the retailer 
through the jobber.’ (It will be noted 
that by the bill the manufacturer can 
control the price of only the dis- 
tributor to whom he sells.) 
“Another gives three reasons. ‘I. 
If enacted, it will not apply to intro- 
State commerce. 2. It will not apply 
to what is known as private or job- 


Some Interesting Comments 


“F. E. Barber, vice-president of 
the Beech-Nut Packing Company, 
writes: ‘We believe that price main- 
tenance should be legally possible for 
those who desire it. But we under- 
stand the bill as written does not pro- 
vide the facilities and protections in- 
tended, and therefore needs revision 








to enable its enactment to secure the 
benefits desired’. 

“Allan McIntyre, vice-president of 
Pepperell Manufacturing Company, is 
opposed, as he has publicly stated. 
‘The theory of it is right,’ writes Mr. 
McIntyre, ‘but too many “shady” and 
“slippery” manufacturers will mis- 
use it,’ 

“Louis Cahn, of the Consolidated 
Cigar Corporation, reassures us with 
‘It’s not going to pass, so why worry?’ 

“Others, who wish to remain an- 
nonymous, pick flaws in the bill as 
follows: ‘The bill does not guarantee 





bers’ brands. 3. It does not provide 
for the second sale price, i.e. the 
price at which the retailer shall sell 
the goods.” 
From Advertising & Selling 
—Discussion of Capper-Kelly Bill 
(November 26, 1930, issue). 


Sees a Joker 


“In its present form the Capper- 
Kelly Bill, now consisting of but four 
short sections, would legalize, within 
the limits of its terms, so-called price 
fixing only by the producer, only on 


Y }BILL IN ITS PRESENT FORM 


commodities of commerce bearing his 
mark, brand, or name. But there is 
a joker even in this. 

“The producer may sell to retailers 
and specify the resale price to con- 
sumers, he may sell to wholesalers 
and specify the retail price to retail- 
ers; but he may not sell to wholesal- 
ers and still specify the subsequent 
retail price for his product.” 

—The Business Week. 
(December 10, 1930, issue). 


Many Unsound Features 


“From the many arguments and 
discussions had on the subject of per- 
mitting the manufacturer to fix the 
prices on his products to distributors 
and consumers, it is clear that the 
proposal has many unsound features. 
Some of the more dangerous elements 
have been removed, but as retailers 
see it, the measure has a decided 
monopolistic character. It makes the 
store a selling agent of the manu- 
facturer rather than a purchasing 
agent of the community; it forces 
arbitrary conditions on the store and 
makes no allowance for varying re- 
tail cost of operation.” 

—The Merchants Point of View 

Column Sunday (N. Y.) Times. 

(December 7, 1930). 


At Consumer’s Expense 


“What is this measure (Capper- 
Kelly Bill) but just another device by 
which an inefficient industry attempts 
to avoid the action of fundamental 
economic law? Freedom of competi- 
tion protects the consumer by remov- 
ing from action those who cannot 
stand the tests of our present econom- 
ie system. Any proposal which has 
for its purpose the checking of this 
law and the preservation of some 
business which has no economic right 
to live, does so at the expense of the 
consumer. 

“Sometimes the consumer consents 
to this arrangement for the greatest 
general good, but, in this instance, I 
think the changes in marketing proce- 
dure during recent years indicate a 
growing reluctance to support ex- 
pensive marketing institutions. 

“Freedom of competition is a time 
proven security from long continued 
exploitation and we should permit no 

(Continued on page 38) 
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FAVORABLE COMMENT 


(Continued from page 36) 


has no interest in the community ex- 
cept to make what profit it can from 
the community.” 
—Congressman Schuyler Merritt 
in Report No. 536, 
To accompany H. R. 11 (Capper- 
Kelly Bill). 
(Dated January 27, 1930). 


WOULD HELP GREATLY 


Our interest in the good that may 
be accomplished by the passing of the 
Capper-Kelly Bill is greater than that 
of most manufacturers because we 
have made such a determined fight 
and have spent so much money to 
keep Plumb Tools away from price- 
cutters. The effort which a prominent 
catalog house made to secure a suffi- 
cient quantity of the Plumb Official 
Boy Scouts’ Axes to sell at the cut- 
price they advertised is still fresh in 
the minds of hardware retailers and 
wholesalers throughout the country. 
It cost us money as well as determina- 
tion and energy to cut off new sources 
of supply for them as quickly as they 
discovered them. While we won this 
battle as we have won others against 
price-cutting agencies that demoral- 
ized the profit of both hardware 
wholesalers and retailers through 
whom Plumb Tools are distributed, 
the cost of this constant battle is a 
heavy one. We believe the Capper- 
Kelly Bill will be a great aid to us 


whether or not it provides the easiest 
way for a manufacturer that wants 
the Government to do all the work for 
him to protect a fair profit for his 
distributors. 

We are not permitted now to ask 
for any assistance in discovering 
price cutters or to even ask our cus- 
tomers to maintain any resale prices. 
Cutting off price cutters after they 
cut is not a very efficient procedure. 

Under the Capper-Kelly Bill, we 
would understand that we could make 
a condition of sale that our wholesale 
customers must sell at prices we name 
(with the exception mentioned to 
meet unusual conditions) and that we 
could make a general announcement 
that we would cut off any wholesaler 
who sold to a price cutter. The Cap- 
per-Kelly Bill seems to us to go as 
far as such legislation can be ex- 
pected to go and that it is much bet- 
ter to get behind what we have a 
chance of getting passed than to try 
to get something else at this time. 
(Signed Fayette R. Plumb, President, 

Fayette R. Plumb, Inc. 


UNFAVORABLE COMMENT 
(Continued from page 37) 
tampering with it as long as we be- 
lieve in the most economical produc- 
tion, distribution and consumption of 

goods.” 
—C. S. Logsdon in a letter to 
Advertising & Selling. 
(December 10, 1930, issue). 


A WIDE OPEN DOOR 


Is there a joker in the Capper- 
Kelly Bill? Well—if it isn’t a joker, 
it is a wide open door through which 
the price-cutter may march unhin- 
dered. I refer to Section 2, item 1 
of the Amended Bill. One needs only 
to read it to visualize the wide scope 
of opportunities it presents to jobber 
or dealer who wishes to cut an estab- 
lished re-sale price. 

How easy it would be to cut prices 
on the.grounds of “closing out the 
owner’s stock,” “discontinuing deal- 
ing in such a commodity,” “disposing 
of surplus stock.” Couldn’t one change 
his mind later and decide to continue 
the commodity or perhaps,. sell all 
of the stock including a so-called sur- 
plus and then purchase additional 
quantities for re-stocking? How 
could the manufacturer pin this one 
on him? Intents are hard to prove. 

Several years ago, there existed a 
retail clothing store located in the 
Stewart Building on Broadway, 
Chambers to Reade Streets, New 
York. For several years, the front 
of the building bore large ‘signs “Sel- 
ing Out—Building Coming Down.” 
The building is still standing al- 
though the clothing store finally did 
move out. 

The Bill as it now reads seems to 
me to be just “Much ado about 
nothing.” 

(Signed) F. B. Hinchman, 
John Russell Cutlery Co. 





THE TEXT OF CAPPER-KELLY BILL 


The amended bill, designated “House Calendar 
No. 99, H. R. 11 Report No. 536” Is as Follows: 





A BILL 


To protect trade-mark owners, distributors, and the 
public against injurious and uneconomic prac- 
tices in the distribution of articles of standard 
quality under a distinguishing trade - mark, 
brand, or name. 

Be it enacted by the Senate and House of Repre- 
sentatives of the United States of America in Con- 
gress assembled, 

That no contract relating to the sale of a com- 
modity which bears (or the label or container of 
which bears) the trade-mark, brand, or trade-name 
of the producer of such commodity, and which is in 
fair and open competition with commodities of the 
same general class produced by others, shall be 
deemed to be unlawful, as against the public policy 
of the United States or in restraint of interstate or 
foreign commerce or in violation of any statute of 
the United States, by reason of any agreement con- 
tained in such contract— 

That the vendee will not resell such commodity 
except at the price stipulated by the vendor. 

Sec. 2. Any such agreement in a contract in re- 
spect to interstate or foreign commerce in any such 
commodity shall be deemed to contain the implied 
condition— 


(a) That during the life of such agreement all 
purchasers from the vendor for resale at retail in 
the same city or town where the vendee is to resell 
the commodity shall be granted equal terms as to 
purchase and resale prices; 

(b) That such commodity may be resold without 
reference to such agreement— 

(1) In closing out the owner’s stock for the pur- 
pose of discontinuing dealing in such commodity or 
of disposing, toward the end of a season, of a sur- 
plus stock of goods specially adapted to that season; 

(2) With notice to the public that such commodity 
is damaged or deteriorated in quality, if such is the 
case; or 

(3) By a receiver, trustee, or other officer acting 
under the orders of any court or any assignee for 
the benefit of creditors. 

Sec. 3. Nothing contained in this Act shall be con- 
strued as legalizing any contract or agreement be- 
tween producers or between wholesalers or between 
retailers as to sale or resale prices. 

Sec. 4. As .used in this Act— 

(1) The term “producer” means grower, packer, 
maker, manufacturer or publisher. 

(2) The term “commodity” means any subject of 
commerce. 
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HUNDREDS o¢ 
PAINT SALES 


IX seconds suffice for the 
average person to walk by 
the usual store window. If 
the majority of passers-by 
walk by the window display with- 
out looking at it, the dealer has 
lost money by his own inefficiency. 
He has paid for expensive window 
space and has let it go to waste. 


This display was installed on the theory that many prospective, 
paint purchasers do not buy paint simply because they do not know 
what kind of paint to buy for their particular purpose. The large 
painting guide solved the problem and made passers-by stop, look 
and buy, but read the story—it tells why. 


Were created by this 


WINDOW DISPLAY 


It is up to the dealer to see that 
he realizes on the money he is 
thus spending by making his dis- 
plays so attractive and so dramat- 
ic that they will compel pedes- 
trians to stop, look, step into the 
store and make a purchase. 
This, of course, isn’t always as 
easy as it sounds. It takes ideas 


to make dramatic displays: The 
ideas may be either original or 
copied or a combination of both. 
In the window display here pic- 
tured, the main idea, Flato’s paint- 
ing guide, was an elaboration of a 
similar guide issued by a paint 
manufacturer. It was such a 
good idea that we adopted it to. 
our own purpose by improving, I 
think, on the original idea. 
(Continued on page 68) 


By THEODORE P. FLATO: 


Hardware Merchant, Boston; Mass. 
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Mrs. Okay B. Johnson is 
the wife of the propri- 
etor of the Farmers 
Hardware Co., Charles- 
ton, W. Va. Through a 
pet shop she is making 
substantial — contribu- 
tions to the profits of 
the business, although 
her enterprise began in 
a small way. 


This Hardware Store Adds to Profits with 


PETS 











IVES of hardware merchants who are will- 

ing to assist their husbands by taking an 

active part in the business, might advan- 

tageously let the experiences of Mrs. Okay 
B. Johnson serve as an incentive. She is the wife of 
the proprietor of the Farmers Hardware Co., 4138 Vir- 
ginia Street, Charleston, W. Va. Through an unusual 
means, she is making substantial contributions to the 
profits of the concern, although her enterprise started 
in an inauspicious manner. 

It occurred to Mrs. Johnson that a small room, ad- 
joining the larger room used for the hardware sales 
room, was being used principally as a seed depart- 
ment. As this line was active but for comparatively 
few months, when the year was considered as a whole, 
she resolved to make the space pay dividends the year 
around. In this she has succeeded admirably, utiliz- 
ing a pet shop as the means to the achieved end. 


Adjoining the hardware 
store of the Farmers 
Hardware Co., Charles- 
ton, W. Va., is the pet 
shop of Mrs. O. B. 


Johnson. 
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In preparation of the management of the pet shop, 
Mrs. Johnson was unrelenting until nearly every book 
on the subject of pets was carefully scrutinized. Hav- 
ing an inherent fondness for pets was one big ad- 
vantage in her favor, as she had had several pets in 
her own home. Mr. Johnson, relative to this said: 
“The first factor is a sympathy for pets. Mrs. John- 
son understands them and has given pets a thorough 
study. It is necessary that those in charge of a pet 
shop are well versed in all of the many unusual phases 
which are encountered. It has surely been a wonder- 
ful help to the store. It takes the slumps out of the 
hardware sales curve.” 

Due to the sympathy factor, Mrs. Johnson declares 
that women are better fitted to conduct pet shops than 
men. However, she points out that it is not an easy 
task and suggests that unless a person is willing to 
work hard, it would be best to dismiss the idea. In 
it’s favor, it is an excellent money maker. The enter- 
prise embraces a far larger line than one might sur- 
mise. Aggregate volume is substantial, when pets, 
foods, cages and kindred items are considered. As an 
example a carload of bird cages are sold every year. 
Three hundred canaries have been sold within thirty 
days. Bird seed and similar foods are purchased in 
quantities of several gross. Poultry supplies, dog bis- 
cuits, canned dog food, dog collars and remedies of 
various types all provide a good profit. Seventy thou- 
sand baby chicks are sold during April, May and 
June. 

Canaries are imported from Germany. Extra fine 
shoppers and rollers are continually arriving in lots 
of from three to four dozen in a shipment. They must 
be carefully handled, but to Mrs. Johnson’s credit not 


a single bird was lost last year. The holiday season 
sees the peak of activity in the pet shop. Green shell 
parakeets, love birds and others similarly expensive 
have a ready sale about Christmas time. As many 
as sixteen parakeets have been sold in a day when 
they were on special sale. 

Dogs and cats necessitate the most trouble, but no 
pet shop is complete without them, according to Mrs. 
Johnson. The pets must be kept clean and their 
cages sterilized. As many as forty-five different kinds 
of food must frequently be prepared for the different 
kinds of pets in the shop. 

Monkeys are an attraction which never fail to draw 
a crowd into the shop, as their antics amuse the chil- 
dren and intrigue the interest of grown-ups. And, 
believe it or not, Mrs. Johnson has sold as many as 
three monkeys a week in Charleston, which has a 
population of 45,000. When pets are purchased cus- 
tomers are always instructed thoroughly with regard 
to their care, and many permanent friends and boos- 
ters are made through the interest evinced. 

On Saturday’s persons who have pets for sale are 
allowed the privilege of displaying the pets in the 
window of the pet shop on a consignment basis. If 
the shop succeeds in disposing of the pet, it receives 
one-third of the amount secured in payment. 

While plenty of effort is required, the work is ex- 
tremely interesting and very remunerative. The large 
arched doorway, connecting the hardware store with 
the pet shop, permits both establishments to receive 
the attention of visitors to either. Although only one- 
third of the space is occupied by the pet shop as is 
used by the hardware store—the net profits of the 
former make a very favorable showing in comparison. 





More Than 2000 American Buyers Are Expected at Leipzig Trade Fair 


For more than 100 years American business men 
have regularly attended the international trade fair 
at Leipzig, Germany, to extend their interests in 
world markets. The fair attracts visitors from 72 
countries in all parts of the world, while American 
participation is said to have increased in that period 
more than a hundred times. The success of the fair 
throughout the seven centuries of its existence, is due 
to its importance as a world market. In 1931 it will 
meet from March 1-7. 

There will be 10,000 exhibits at the spring fair, 
assembled from 22 countries. Exhibits of similar 
merchandise will be displayed in the same or closely 
grouped buildings. There are about 67 buildings in 
all, including what are believed to be the largest 
exhibition halls ever erected. Visiting buyers at 
Leipzig fair find it possible to shop through markets 
for merchandise of a score of countries quickly and 
economically. 

Estimates are that 200,000 buyers will attend the 
spring fair, including 30,000 from foreign countries. 
From United States more than 100 characteristic ex- 
hibits and more than 2000 buyers from all parts of 
the country are expected. A special American head- 
quarters will be established and every facility offered 
for transacting business. In the fair will be includ- 


ed the following number of exhibitors of interest to 
the hardware trade: toys, 823; glass and ceramics, 
694, and household goods and appliances, 895. 
Leipzig Trade Fair, Inc., 11 West Forty-second 
Street, New York City, is the address at which further 
information and full details may be obtained. 








Airplane View of the Leipzig Fair 
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If your PAINT DEPARTMENT | R 
stocatep In the FAEAR 


E. N. Sandifer is Advertising and Display 

Manager for the Tenk Hardware Co., 

Quincy, Ill., and has been the winner of 

several nationally conducted contests. 

This article is inspired by his merchandis- 
r ing ideas and knowledge. 


E. N. SANDIFER 
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This man tells you it 
should remain there 
—unless you are de- 
termined to conduct 
a really 


Modern 
Paint 
Department 


HROUGH establishing a 

model paint department, 

the Tenk Hardware Co., a 

wholesale establishment 
of Quincy, IIl., has inspired a great 
many of Tenk’s dealers to study 
their paint departments more 
thoroughly, making them realize 
the sales possibilities there are in 
a well-arranged paint stock. Deal- 
ers visit the model paint depart- 
ment at intervals to keep in touch 
with the latest painting methods, 
as well as modern paint merchan- 
dising practices. The department 
has proved to be such an attrac- 
tion that dealers have been known 
to have traveled several hundred 
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miles in’order to inspect it and to 
profit by the ideas it fosters. 

Tenk’s model paint department 
is located in the Main Street 
building and hardware dealers 
are urged to visit it and are invited 
to bring up any problems, which, 
they as retailers of paint are un- 
able to solve. The salesmen in 
charge have made paints a study 
and are capable of offering many 
valuable suggestions. 

All paints, varnishes, lacquers, 
etc., are grouped in related order 
and under each respective can or 
article there is a price card in a 
metal holder, setting forth the size 
of the container and the price in 
plain figures. This pricing ar- 
rangement has been found to be 
one of the most helpful features 
incorporated in the department. 
Usually it is customary to have 
one price card for paint in most 
stores and considerable time is 
wasted in consulting it. Store 
visitors in stores using such pric- 
ing methods never know the price 
of paint on display, unless they 
specifically request the informa- 
tion and then frequently the pros- 
pect has to wait while the sales- 
man “looks it up.” The pricing 
method used by Tenk’s obviates 
the necessity of asking the price, 
saving much time for the sales- 
man as well as the patron and in 
most instances, the plainly priced 
open display enables the consumer 
to serve himself, if he so desires. 

Keeping the stock complete is 
an easy matter as it is simply a 
question of immediately replacing 
sold articles. One section of the 
shelving is used for all roof, fur- 
nace and iron cements, roof 
paints, turpentine, oils, master 
colors, etc. The accompanying 
photograph shows only the model 
paint department display, while 
the wholesale stock, consisting of 
several carloads is stored in one 
of Tenk’s warehouses. 

Many reasons for evincing an 
unusual amount of interest in the 
model paint department have been 
advanced by retailers who have 
visited it. Five of the reasons 
most frequently advanced for an 
interest in paint are as follows: 

First. Has General Appeal. 
Every person, either- male or 


female, is inherently ,interested 
in paint in one way. or another: : 





Most people are anxious to have 


‘their surroundings just as attrac- 


tive as it is possible to make them 
and in carrying out this desire 
paint is a factor of prime impor- 
tance. With the development of 
rapid drying finishes in recent 
years, interior painting is fast be- 
coming a woman’s delight, as she 
now has quick drying, easily ap- 
plied, paints, enamels, varnishes 
and lacquers to work with. 

Second. Huge Potential Market. 
It is estimated that the paint mar- 
ket is 75 per cent undersold, or, in 
other words, only one-fourth as 
much paint is being sold as there 
is a market for. Realizing this, 
retailers rightly believe that they 
can profit by actively cultivating 
the large, but sometimes dormant 
paint market. 

Third. Volume. Most dealers 
hold the opinion that it is relative- 
ly easy to build up a substantial 
volume of business in paint as the 
average paint sale involves a sub- 
stantial sum. 

Fourth. Profit. Considering the 
investment and rapid turnover of 
a paint stock the net profits are 
a strong incentive to many retail- 
ers. Often hardware dealers han- 
dling paint declare their paint de- 
partments are the mest profitable 
departments in their. stores. 

Fifth. Turnover. As a rule a 
paint stock is turned more rapidly 
than the average stock of hard- 
ware. Some hardware stores turn 
their paint stock as many .as ten 
times within a year, while a four 
or five time turnover is frequent- 
ly reported. With a comparative- 
ly small paint stock the merchant 


can do a large volume of business, _ 


due to the rapid turnover. 

Plans for Tenk’s model paint 
department were worked out by 
F. J. Tenk, vice-president of the 
firm and E. N. Sandifer, display 
and advertising manager, with the 
assistance of Ira J. Hartnett of 
the Acme White Lead and Color 
Works, Detroit, Mich. Mr. San- 
difer was recently asked to outline 
some of the most important steps 
in making a paint department 
within a hardware store an out- 
standing success and his ideas on 
this subject follow: “An impres- 
sive paint department attracts 
housewives, and it is a -known 
fact that 85 per cent of all com- 


modities going into the home are 
purchased by women. If the deal- 
er has an attractive, well arranged 
paint department near the front 
of the store, where it can be easily 
seen and conveniently reached, 
there is indeed no item in his 
whole store that will net a greater 
profit than paint. 

“The very fact that painting is 
contagious should inspire the 
dealer to talk paint to his lady. 
customers, aS well as male pa- 
trons. When once the housewife 
starts painting, you can rest as- 
sured that there will be other 
things to paint in that home and 
your store will be established in 
her mind as paint headquarters. 

“We advocate that dealers carry 
one line of paint, bearing one 
label. There will then be no du- 
plication of investment and this 
makes increased volume possible. 
When all promotion efforts are 
placed behind one line of paint, 
employees will learn to know that 
line better and results will be in 
keeping with that knowledge as 
they will then have confidence in 
their ability to sell. An attractive 
paint department, featuring one 
line of paint in a conspicuous 
store location impresses the store 
visitor with the fact that the mer- 
chant is prepared to give intelli- 
gent paint service. Concentration 
also is conducive to a smaller in- 
vestment, a cleaner, fresher stock 
and a more rapid turnover. 

“It has been our experience that 
the color card is the opening key 
to every sales talk on paint, so we 
have given the color cards a very 
prominent place in our paint de- 
partment, keeping them in special 
compartments, according to the 
kind of paint sampled on the color 
cards. If your paint department 
is located in the rear of your 
store, it should remain there—un- 
less you are determined that you 
are going to have a modern paint 
department, and above everything 
else it must be kept orderly and 
neat. For only then will you be 
able to compete with present-day 
competition. 

“Only recently one of America’s: 
largest chain store organizations 
opened a magnificent store in our. 
city. I had the opportunity of 
visiting some friends who are in, 

(Gontinued on page 69) : 
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een OBERGFELL, eigh- 
teen-year-old son of Alfred 
Obergfell, proprietor of the 
Fountain Square Hardware, 
1116-18 Prospect St., Indianap- 
olis, Ind., created the Christmas win- 
dow displays illustrated. 

Above: Wall board is covered with 


6" Stove Pipe, ; 











a mixture of flat wall paint of the 
desired shade, and plaster of paris, 
applied with brush and roughened 
by touching with trowel or strip 
of wood and pulling away, giving 
a stippled effect from the adhe- 


sion. Total material cost $5.85. 
Below: Wooden frame _ con- 
structed of crating strips. Star 


is ordinary corrugated board 

bronzed. Rays from star are sil- 

ver tinsel. Poinsettia and holly of 
crépe paper. Background of crinkled 
crépe paper. Total cost approxi- 
mately $4.50. 





These Two 
Christmas Displays 
Made Business 
Brisk... 
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How Emil Lisy Uses Price Record 


Cleveland Dealer Finds Hardware Age Form Handy 


INDING it a valuable aid 
in the conduct of his re- 
tail hardware business, 
Emil J. Lisy, 16825 Libby 
Road, Maple Heights, Ohio, has 
used the HARDWARE AGE price 
book since he established his 
store over two years ago. His 
place of business is located in a 
growing residential section in one 
of the outlying districts of Cleve- 
land, although in a separate munic- 
ipality. It can be classed as an 
up-to-date neighborhood store. 
When he receives an invoice for 
merchandise, Mr. Lisy fills out one 
of the price sheets in the proper 
columns with the date, article, 
number or size and quantity 
bought. Invoices are given con- 
secutive numbers as received and 


the invoice number with code let- 
ters indicating from whom the 
purchase was made is listed un- 
der the heading, “Bought From.” 
The code letters are the initials of 
the company supplying the mer- 
chandise. Mr. Lisy finds the price 
sheet very handy when the in- 
voice is to be looked up for any 
purpose for having invoice num- 
ber on the price sheet the in- 
voice can be found quickly among 
the invoices that are filed under 
consecutive numbers. Mr. Lisy 
does not list the quantity on hand 
as he can secure that from his in- 
ventory. 

When buying seasonal or slow 
moving merchandise Mr. Lisy re- 
fers to the price sheet to see how 
many he bought the previous year 
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and this aids him in determining 
how much of the merchandise to 
order. Under columns provided 
for that purpose he lists the in- 
voice cost in code, total cost and 
retail price but does not fill in the 
column provided for freight 
charges, as his merchandise is de- 
livered by jobbers’ trucks. The 
quantity selling price is listed for 
some items. 

All merchandise in the store is 
tagged individually or on boxes if 
small articles. On these tags are 
the code letters showing the sup- 
plier of the merchandise, the in- 
voice number, the cost in code and 
the selling price, the latter usual- 
ly in plain figures. With these data 
on the merchandise, quick refer- 
ence can be made to the invoice. 
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Executive News of 
Changes, Meet- Manufacturers 
ings, Current Jobbers and 
Events in the ’ , Retailers 
Trade J VS. of the 
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MOISTER, WESTINGHOUSE | in Los Angeles, Cal, at 312] Carll. Mr. Brill was a toy| DEMING CO. CELEBRATES 


REFRIGERATION DEPT., 
SALES PROMOTION MGR. 


George W. Moister, for the 
past seven years associated with 
the Kelvinator Corp., Detroit, 
Mich., most recently in the 
Philadelphia territory, has been 
appointed manager of sales pro- 
motion in the refrigeration de- 
partment of the Westinghouse 
Electric & Mfg. Co., and will 
have headquarters in Mansfield, 
Ohio. He is a graduate of 
Wabash College, Crawfords- 
ville, Ind., and was identified 
with the Westinghouse Lamp 
Co. in Indianapolis, Ind., until 
1923, when he went with the 
Kelvinator organization. 

C. B. Graves, recently with 
the Standard House Utilities, 
Inc., has also become associated 
with the Westinghouse refrig- 
eration department in the capac- 
ity of an assistant to Carl D. 
Taylor, manager of the depart- 
ment. Mr. Graves served for 
five years as assistant sales 
manager for the Federal Elec- 
tric Co. and was general sales 
manager for that company at 
Chicago for ten years. 

H. A. D’Arcy has been made 
central station sales supervisor 
in charge of refrigeration sales 
activity for the Westinghouse 
company. He was _ formerly 
manager of utility sales with the 
Kelvinator Sales Corp., and 
most recently had been identi- 
fied with that company’s cen- 
tral station activities. 





E. LUTTRELL PASSES 


E. Luttrell, secretary and 


treasurer, Luttrell Hardware 
Co., Brewton, Ala., wholesale 
hardware distributors, died 
Nov. 23. 


SKILSAW, INC., OPENS 
NEW YORK CITY BRANCH 


Skilsaw, Inc., Chicago, IIL, 
electric tool manufacturers, has 
announced the opening of a fac- 
tory branch at 204 E. 41st St., 
New York City. Spacious ac- 
commodations provide room for 
an unusually interesting exhi- 
bition of their complete line of 
electric tools. The opening of 
this branch office and the one 





Omar St., is part of an ex- 
pansion program which began 
with the addition of new prod- 
ucts last year. 


L. A. CARLL APPOINTED 
SALES MANAGER OF 
KENTON AND KINGSBURY 


Kenton Hardware Co., Ken- 
ton, Ohio, and Kingsbury Mfg. 
Co., Keene, N. H., have ap- 
pointed L. A. Carll as sales 





L. A. CARLL 


manager of their toy lines. 
After Jan. 1, 1931, his head- 
quarters will be in Room 514, 
Fifth Avenue Bldg., New York 
City, where all toys of both 
organizations will be permanent- 
ly displayed. Prior to his new 
connection Mr. Carll was asso- 
ciated with Riemann-Seabrey 
Co., New York City, sales rep- 
resentatives since 1924, and was 
a partner in the firm for the 
past three years. For three 
years he was with Spear & Co., 
retail furniture dealers, New 
York City, and served as an 
officer of a jobbing hardware 
firm in Idaho for one and a 
half years. He has also made 
a comprehensive study of man- 
ufacturing costs and distribu- 
tion while connected in an au- 
diting capacity with the United 
States Government, Union 





Pacific Co. and Arthur Young, 
Inc., C.P.A.’s. 
Joe Brill and John W. Ad- 


are working with Mr. 
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ams 


salesman with George Borg- 
feldt & Co., New York, for 25 
years. Mr. Adams is an expe- 
rienced toy salesman and will 
work from the Kingsbury fac- 
tory. 

Both companies are continu- 
ing to produce the same lines 
as were made prior to Mr. 
Carll’s appointment, with a few 
new items. The Kingsbury Co., 
which has been in business for 
44 years, makes a line of steel 
toys. Toys made by the 47- 
year-old Kenton organization in- 
clude cast iron, Balsa wood and 
aluminum items. 


SPRINGFIELD, MASS., TO 
HOLD RECREATION SHOW 
MAY 30 TO JUNE 6 


The first annual National In- 
door and Outdoor Recreation 
Exposition will be held in 
Springfield, Mass., May 30 to 
June 6, 1931, at the Eastern 
States Exhibition, under the 
management of which the ex- 
position will be held. To date 
more than 75 manufacturers 
have reserved exhibition space. 
Charles A. Nash is general 
manager of the exposition. Co- 
operation has been given by 
Federal Government bureaus, 
representatives of foreign na- 
tions, civic groups, sportsmen’s 
organizdtions and by State, 
county and city government of- 
ficials and bureaus. 

The entire exposition, which 
is being held from the view- 
point of the merchandiser, is 
expected to attract at least 250,- 
000 people. At the present time 
there is a large force of work- 
men at work on the grounds 
and buildings, and several large 
exhibits are in storage until the 
opening of the exposition. 


G. BORGFELDT TO MOVE 
NEW YORK CITY OFFICES 


Geo. Borgfeldt & Co., dis- 
tributors, will move their New 
York offices from 111 E. 16th 
St. to the Kenny Bldg., 44 E. 
23rd St., New York, about Jan. 
1, 1931. The company also 
maintains offices in ‘Toronto, 
Canada and San Francisco, Cal. 








FIFTIETH ANNIVERSARY 


The Deming Co. Salem, 
Ohio, manufacturers of hand 
and power pumps, recently cele- 
brated its fiftieth anniversary 
with “a program sponsored by 
the Deming Foreman’s Club. 
Thirty-four of the 39 employ- 
ees of the company, who have 
been with the company 25 years 
or more, were present. W. L. 
Deming, president of the com- 
pany, and Moses R. Elliot have 
48-year records, while Henry 
George Harris and Elihu F. 
Gibbs have been with the plant 
for 47 years. 

A varied and interesting pro- 
gram of entertainment was of- 
fered at the time of the cele- 
bration. 


E. R. GOLDSBURY DIES 


E. R. Goldsbury, city sales- 
man for Wright & Wilhelmy 
Co., Omaha, Neb., wholesale 
hardware distributors, died re- 
cently as the result of an auto- 
mobile accident. He was driv- 
ing in his car alone, and the 
condition of the remains of the 
car was such that the exact 
cause of the accident is not 
known. Mr. Goldsbury had 
been with the Wright & Wil- 
helmy organization for more 
than 30 years, having been city 
salesman for the past 15 years. 
His widow and mother survive 
him. 


CROSS IS SEC.-TREAS. 
BELKNAP HDW. & MFG. 


Dara E. Cross has been made 
secretary-treasurer in charge of 
credits for the Belknap Hard- 
ware & Mfg. Co., Louisville, 
Ky. On Dec. 6 he was ap- 
pointed to succeed Joseph H. 
Scales, who resigned to join a 
banking institution. Mr. Cross 
started with the company as a 
clerk in its financial department. 
At the time of his promotion 
he was secretary and controller 
of the company. Eugene A. 
Converse, Jr., for 12 years au- 
ditor of the company and pre- 
viously with a local trust com- 
pany, succeeds Mr. Cross as 
controller. Lee Dentinger, for 
years in the statistical depart- 
ment, is now auditor. 
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LINCOLN ELEC. MAKES 
' PERSONNEL CHANGES 


Changes in personnel of the 
Pacific Coast offices of The Lin- 
coln Electric Co., Cleveland, 
Ohio, include appointment of 
S. H. Taylor, Jr., to succeed 
W. S. Stewart, in charge of 
the Coast, with headquarters at 
812 Mateo St., Los Angeles, 
Cal. Mr. Stewart was recent- 
ly made district manager for 
the company’s Cleveland terri- 
tory. L. P. Henderson is man- 
ager of the San Francisco of- 
fice, and E. J. Pfister, formerly 
of the -Philadelphia and Allen- 
town offices, is district manager 
of Kansas City district. Mr. 
Pfister’s offices are at 405 R. A. 
Long Bldg., 10th and Grand 
Sts., Kansas City, Mo. 

The Philadelphia offices have 
been moved to the Commerce 
Bldg. in that city. This move 
was made to provide additional 
space for the sales and service 
of arc welders, motors and 
welding supplies and to provide 
space for making tests on arc 
welded desgins. D. C. Ander- 
son is in charge of the Philadel- 
phia offices. 


BOWIE AGAIN HEADS 
TOY MANUFACTURERS 


H. D. Bowie, E. I. Horsman 
Co., Inc., New York City, was 
re-elected as president of the 
Toy Manufacturers of the 
U. S. A. at the fourteenth an- 
nual convention held at the Mc- 
Alpin Hotel, New York City, 
Nov. 5-6. T. J. Seitz, Auto- 
Wheel Coaster Co., Buffalo, 
N. Y., and James Taylor, Mil- 
ler Rubber Products Co., Ak- 
ron, Ohio, were elected as vice- 
presidents. W. H. Hezlitt, Mor- 
ton E. Converse & Son Co.,, 
Winchendon, Mass., continues as 
treasurer, while F. D. Dodge, 
New York City, retains the of- 
fice of secretary. New direc- 
tors are: B. E. Fileischaker, 
Fleischaker & Baum; A. C. 
Gilbert, The A. C. Gilbert Co., 
New Haven, Conn.; M. Pretz- 
felder, Paper Novelty Mfg. Co., 
and F. C. Ziesenheim, The Gir- 
ard Model Works, Inc., New 
York City. 

A committee on marketing 
was appointed for the purpose 
of studying plans for working 
out wider distribution of toys. 
Mr. Gilbert was made chairman 
of the committee, with W. Og- 
den Coleman, American Flyer 
Mfg. Co., Chicago, Ill., as vice- 
chairman. Other members are: 
L. K. Anderson, Selchow & 


Righter Co., New York City; 
Hugo Baum, George A. Fox, 
Milton Bradley Co., Springfield, 
Mass.; C. R. Johnson, The Ives 
Corp., Bridgeport, Conn.; C. F. 





Lawson, The George H. Bow- 
man Co., Cleveland, Ohio; W. 
C. Lehman, The Lehman Co. of 
America, Cannelton, Ind.; R. 
B. Munday, The Dayton Fric- 
tion Toy Co., Dayton, Ohio, and 
M. Pretzfelder. 

Announcement was made of 
the American Toy Fair dates 
at the Hotel McAlpin, New 
York City, and Stevens Hotel, 
Chicago, Ill. The McAlpin fair 
will be opened April 20, to run 
two weeks. On May 11 the 
Stevens Hotel fair opens for 
ten days. All members of the 
association and those eligible to 
become members may exhibit at 
those hotels. 

On Dec. 4 Trent D. Sickles, 
former secretary, Retail Mer- 
chants Association, Columbus, 
Ohio, was a featured speaker. 
“Where Selling Should Stop” 
was the subject of an address 
by James G. Lewis, Scripps- 
Howard newspapers. The an- 
nual Christmas dinner was held 
on the evening of Dec. 4. 





DE LAVAL HAS MILKING 
SYSTEM AT PLAINSBORO 


The De Laval Separator Co., 
New York City, © officially 
opened at the Walker-Gordon 
farm, Plainsboro, N. J., a ro- 
tary combine milking system 
or Rotolactor on Nov. 13. 
Ceremonies, including addresses 
by the Governor of New Jer- 
sey, Secretary of Agriculture 
and other authorities on farm- 
ing, were broadcast over radio 
stations throughout the country. 
With the Rotolactor system, 
cows step onto the moving plat- 
form, where they are washed, 
dried by hot air and have the 
milking machines attached. The 
platform moves 15 ft. per min- 
ute. Milking machines are re- 
moved and the cows go back 
to their barns. Milk is then 
automatically dumped into jars, 
weighed and piped to the bot- 
tling room. Milking machine 
is then thoroughly rinsed in cold 
water and the milking machine 
is sterilized before being used 
on another cow. 





ALUMINUM INDUSTRIES 
APPOINTS E. J. ASHTON 
FIELD REPRESENTATIVE 


Aluminum Industries, Inc., 
Cincinnati, Ohio, has appointed 
E. J. Ashton, former district 
manager in Chicago, IIl., as ed- 


ucational field representative, 
with the entire nation as his 
territory. He was formerly 


zone manager for the M. E. A., 
and devoted much of his time to 
the conduct of field meetings 
over the United States. W. H. 
Washbourne, an engineer of 





long experience, will travel na- 
tionally, discussing engineering 
problems with the dealers. The 
efforts of Messrs. Washbourne 
and Ashton will be devoted to 
the uplift of the trade generally 
in addition to the sale of the 
company’s products. They will 
start on their new programs on 
Jan.. 1, 1931. 

R. F. Craig, district manager 
for the company in the New 
England States, was recently 
honored at the recent sales con- 
ference at the firm’s plant for 
having shown the largest in- 
crease in business during the 
first nine months of 1930. Pres- 
ident John Eckerle presented 
Mr. Craig with a gold watch in 
recognition of his achievement. 
John P. Grimes, New York 
City branch, and J. J. Boyle, 
Cincinnati zone, finished second 
and third respectively in sales 
volume. 


M. J. MANNING PASSES 


M. J. Manning, Kansas City, 
Mo., hardware dealer, died in 
that city following an illness of 
three weeks at the age of 74. 
He was prominent in political 
and civic activities, having lived 
there for about 45 years. His 
first mercantile venture was in 
the grocery business, which was 
followed by the operation of a 
hardware store. The hardware 
business he operated with his 
two sons, as other interests took 
up part of his time. 

“Judge” Manning, as he was 
known, entered the hardware 
business in 1907. Some years 
ago he was a candidate for the 
office of mayor of Kansas City, 
but he was defeated. His pub- 
lic career began as a policeman 
in 1884. Later he became police 
judge and then police commis- 
sioner. Four sons and two 
daughters survive. 





TURNER & SEYMOUR CO. 
ACQUIRES BOYLE CORER 


Turner & Seymour Mfg. Co., 
Torrington, Conn., makers of 
the Blue Line of kitchen tools, 
recently acquired from the 
Boyle Products Co., New Ha- 
ven, Conn., the Boyle corers 
for citrus fruits. There are 
three sizes of corers to take 
care of the requirements for 
coring of citrus fruits. 





R. W. THOMPSON DIRECTS 
READING IRON PUBLIC 
RELATIONS ACTIVITIES 


R. W. Thompson, advertis- 
ing manager, Reading Iron Co., 
Reading, Pa., was recently ap- 
pointed as director of public re- 
lations for that company. 





C. T. RAY, PRESIDENT. 
B. F. AVERY & SONS 


Charles T. Ray, since 1924 
vice-president in charge of 
manufacturing of B. F, Avery 
& Sons, Louisville, Ky., mak- 
ers of agricultural implements, 
has been elected president, to 





CHARLES T. RAY 


fill the vacancy caused by the 
death of William Black. Other 
officers elected were: C. F. 
Huhlein, chairman of the board; 
Donald McDonald, Jr., vice- 
president, and T. C. Humph- 
reys, secretary-treasurer. 

Mr. Ray has been in the im- 
plement trade for 32 years, 
joining the Avery organization 
in 1909 at the Dallas, Tex., 
branch. In 1910 he was sent 
to Louisville, becoming factory 
manager in 1918. In 1924 he 
was made vice-president of the 
company. 


ANNOUNCES 62.9% ME- 
CHANICAL REFRIGERATOR 
SHIPMENT INCREASE 


(From our Washington 
Bureau) 


Making an increase of 62.9 
per cent, the total value of ship- 
ments of mechanical refriger- 
ators in 1929 by 32 plants was 
$147,009,587,  f.o.b., factory 
prices, as against $90,272,754 re- 
ported by 22 establishments in 
1927, according to the Bureau 
of the Census. 





CLAYTON HEADS CREDIT 
MEN’S ASS’'N BUREAU 


Charles W. Clayton, secre- 
tary of the F. P. May Hard- 
ware Co., Washington, D. C., 
was unanimously elected presi- 
dent of the Adjustment Bureau 
of the Washington Credit Men’s 
Association, Inc., at the annual 
meeting of the organization on 
Tuesday of last week. 
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GILLETTE, AUTOSTROP 
ANNOUNCE MERGER 


On Nov. 25, Gillette Safety 
Razor Co., Boston, Mass., an- 
nounced that on Nov. 19 it had 
merged with the AutoStrop 
Safety Razor Co., Inc, New 
York City, coming into posses- 
sion of all its properties, pat- 
ents and processes on that date. 
By this merger Gillette, Probak 
and Valet AutoStrop products 
are mow under one ownership 
and management. The Gillette 
organization states that the mer- 
ger will afford shaving prod- 
ucts of uniformly higher qual- 
ity and complete world wide 
service. 


—_ 


Cc. E. BRODHEAD JOINS 
BETHLEHEM STEEL CORP. 


C. E. Brodhead, for 25 years 
prominently identified with the 
bolt and nut industry, has be- 
come affiliated with the bolt and 
nut department of the Bethle- 
hem Steel Corp., Bethlehem, 
Pa. Practically his entire 
career was with the Scranton 
Bolt & Nut Co., the closing 10 
years in the capacity of vice- 
president and general manager 
of sales. When the Scranton 
company was merged with the 
Wrought Iron Co. of America, 
Mr. Brodhead was appointed 
New York and New England 
manager, with sales offices in 
New York City. 





POST OFFICE REPORTS 
DECREASED DEPOSITS 


(From our Washington 
Bureau) 


According to the report of 
Postmaster General Brown, 
made to Congress on Oct. 31, 
1930, there was a total of $191,- 
865,798 deposits in postal sav- 
ings accounts, which exceeded 
the previous high level, the war 
peak, by $15,037,265. This in- 
crease compares with the trend 
reported by savings banks in 
savings deposits. The Middle 
Atlantic States suffered a re- 
duction in deposits of more than 
$1,350,000 during the past fis- 
cal year. ‘New England States, 
as well as the Mountain States 
and territorial possessions, re- 
ported a slight decrease over 
the previous fiscal year in the 
total amount of deposits. These 
losses, however, were offset by 
other sections, the most notable 
increase coming from the South 
Atlantic geographical division, 
$11,384,394. 

The Postmaster General re- 
newed the recommendation that 
the postal savings limit of $2,500 





should be raised to $5,000 and 
urged passage of a pending bill 
for that purpose. 





U. S. COMMERCE CHAMBER 

REVISES BOOKLET ON 
RETAILERS EXPENSES 
The Domestic Distribution 
Department of the Chamber of 
Commerce of the United States 
of America, Washington, D. C., 
has announced through its man- 
ager, E. D. Borden, the publi- 
cation of an enlarged and re- 
vised “Retailers’ Expenses” 
pamphlet. It provides informa- 
tion on common operating ex- 
penses of thirteen lines of re- 
tail business and ten expense 
classifications. The pamphlet 
contains 137 pages. It sells for 
fifty cents a copy. The pamph- 
let is printed on magazine stock 
with strong binding and heavy 
pamphlet back. 





G. F. LIBBEY DIRECTS 
MASTER LOCK SALES 


George F. Libbey has been 
appointed director of sales of 
Master Lock Co., Milwaukee, 
Wis. For more than six years 
he was assistant manager of 
sales of the Master organiza- 
tion. Mr. Libbey is well known 
for his sales activities and mer- 
chandising experience in the 
hardware field. 


HEMP & CO. ACQUIRE 
MACOMB MFG. COMPANY 


Hemp & Co., St. Louis, Mo., 
manufacturers of sheet metal 
products, have purchased the 
ground, buildings, machinery 
and merchandise of the Macomb 
Mfg. Co., Macomb, Ill. The 
Macomb line of steel kitchen 
chairs, stools, radiator enclo- 
sures, etc., will continue to be 
marketed under the brand names 
of Little Brown Jug, Thrift and 
Topmost. Elmer Lindstedt and 
C. R. Wright of the Macomb 
company will join the Hemp or- 
ganization. Mr. Lindstedt has 
been appointed sales manager of 
the company. Mr. Wright is in 
charge of operations and manu- 
facturing in the St. Louis plant 
and the Macomb plant, both of 
which will be operated on the 
same basis as before. 

The Hemp _ organization, 
which has been operated by the 
Hemp family for three genera- 
tions, was founded in 1863. The 
Macomb company is the third 
sheet metal manufacturer that 
has been absorbed by the Hemp 
company in the last five years. 








Joseph V. Guilfoyle, execu- 
tive secretary, Southern Cali- 
fornia Retail Hardware 
Ass’n, whose appointment 
was announced in the Nov. 
6 issue of Hardware Age on 


page 59. Assisting Mr. 
Guilfoyle is field secretary 
J. J. Cragg. 





EDMOND McCARTHY DIES 
WAS BUFFALO JOBBER 


Edmond D. McCarthy, secre- 
tary, Beals, McCarthy & Rog- 
ers, wholesale hardware distrib- 
utors, and president, McCarthy 
Bros. & Ford, electrical con- 
tractors in Buffalo, N. Y., died 
in that city Dec. 13 at the age 
of 58 years. He was riding in a 
car when a heart attack oc- 
curred. Mr. McCarthy died be- 
fore the automobile reached his 
home. 

During the war Mr. McCar- 
thy served as a major general 
in the National Guard on the 
Fourth Brigade staff. In 1916 
he went to the Mexican border. 
He was a former president of 
the Buffalo Club and a member 
of several country, social and 
athletic organizations, in all of 
which he had been very active. 





Brooklyn Association Passes Resolution Declaring 
Capper-Kelly Bill Inadequate 


Members of the Brooklyn 
Hardware Association, meeting 
in regular session on Dec. 11 
in the Johnson Bldg., Brooklyn, 
N. Y., passed the following 
resolution opposing the Capper- 
Kelly Bill in its present form. 
The resolution, as adopted, fol- 
lows: 

“The Brooklyn Hardware As- 
sociation in session on Thurs- 
day, Dec. 11, 1930, at Brook- 
lyn, N. Y., has unanimously 
voted as being opposed to the 
Capper-Kelly Bill, H.R. 11, as 
it now stands, believing that the 
measure in its present form is 
inadequate to protect its mem- 
bers. / 

“The Brooklyn Hardware As- 
sociation also wishes to express 
its appreciation to HARDWARE 
Ace for presenting the text of 
the Capper-Kelly Bill and the 
accompanying editorial comment 
as published in the Dec. 11, 
1930, issue.” 

It was further voted that the 
secretary be instructed to mail 
copies of the resolution to the 
offices of the State and national 
retail hardware associations and 
to the trade press, as well as 
to the clerks of the House and 
Senate. 

The organization voted to co- 
operate with the Hardware 
Boosters, who had tendered the 
members of the Brooklyn as- 
sociation an invitation to attend 
their meeting on Thursday, Jan. 
15, which will be held at the 
Westinghouse Lighting Institute 
in the Grand Central Palace. 

R. L. Hammond, president of 





the. association, presided at the 
meeting, and Secretary Robert 
Pearsall presented the secre- 
tary’s report. The next regu- 
lar monthly meeting of the 
Brooklyn association will be 
held on Thursday evening, Jan. 
8, at 8 o'clock. 


———_ 


MONTAGUE ROD & REEL 
MAKES SMEAD DIRECTOR 


John M. Smead, president of 
the First National Bank of 
Greenfield, Mass., has been made 
a member of the board of direc- 
tors of the Montague Rod & 
Reel Co., Turners Falls, Mass. 
He succeeds the late Charles 
W. Schuler. Ernest F. Whit- 
comb, president of the first Na- 
tional Bank of Amherst, Mass., 
has also been made a director 
in place of W. B. Pirnie, re- 
signed. The office of president 
of the company will not be 
filled until after Jan. 1. In the 
meantime Raymond B. Bennett, 
vice-president, is in charge of 
the company. 


CLAUDE M. DIBBLE DIES 


Claude M. Dibble, 40, vice- 
president, Moore Bros. Stove 
Works, Joliet, Ill., died Dec. 13 
in Evanston Hospital, where he 
was taken three weeks ago, suf- 
fering from a cancer of the 
lung. He was widely known 
as an inventor of stove and fur- 
nace improvements. 




















HARDWARE AGE for DECEMBER 18, 1930 


49 





Presto Spray Painting 
Outfit 95-OC 


The Presto model 95-OC spray finishing 
outfit has been developed for the use of 
industrials, garages and automobile paint 
shops. It is designed to give speedy ap- 
plication, ‘when attached to air lines or 
compressors delivering 2 cu. ft. of air or more per minute at 35 Ib. 
Outfit, which is made by Metal Specialties Mfg. Co., 338 N. Kedzie 
Ave., Chicago, Ill., consists of a Presto Spray Gun with quart clamp- 
on container, 25 feet of rubber hose, two air conditioning units, 
pressure regulator and gage. Air conditioning unit is built into the 
hollow part of the handle of the gun. Pressure feed gun produces a 
steady, uniform spray the instant the trigger is pressed. It is adapted 
for applying every material from the lightest stain to the heaviest 
lacquer, primer, lead paint, varnish, etc. A specially designed needle 
valve, accurately fitted into the fluid tip, controls the size of spray and 
amount of material applied. List price is $47.50, complete 





Hankscraft Automatic 
Electric Food Cooker 


Hankscraft automatic 
electric food cooker 
may be used for the 
preparation of dishes 
right at the table. It 
utilizes the same prin- 
ciple of operation as 
the Hankscraft egg 
cooker. A few spoon- 
fulls of water poured 
into the base of the 
cooker, complete the circuit so that the heating process starts in a few 
seconds. Current automatically shuts off after the food is prepared. 
Cooker may be used for cooking prepared foods, soups, vegetables and 
many other dishes. Hankscraft Co., Madison, Wis., makes this cooker 
to retail for the suggested price of $14.75. Dealer cost in standard 
package is $9.29 each. In broken packages the cost is $10.32. Cooker 
is finished in green, with a flashing silver-like top and base. 


Majestic 
Refrigerators 


Majestic Household Utili- 
ties Corp., 5801 Dickens 
Ave., Chicago, Ill., is of- 
fering new models of the 
Majestic refrigerator. An 
outstanding feature of the 
models is that while the 
mechanism is above the 
food storage compartment, 
it is concealed beneath a 
flat top. Cabinet has 
bevelled vertical edges 
and top. Latch and hinges 
are of modern design and 
the temperature regulator 
escutcheon plate harmon- 
izes with the cabinet de- 
Models 170 and 150 
































sign. 

both measure 17 13/16 
inches in overall depth. 
Model 170 has a seven 


cubic foot capacity, while 
model 150 has a capacity 
of five cubic foot of food 
Storage space. The larger machine has a height of 59 inches 
and a width of 33 11/16 inches, while the smaller model is 5454 inches 
in height and 28% inches in width. Cabinets are made entirely of 
steel, finished in white enamel with food compartment coated with 
vitreous enamel. Rounded knobs support the shelves, instead of hooks 
Insulation is three inches thick, consisting of fiberboard and “Dry 
Zero.” Cold unit, or heat absorption coils, inclose two freezing com- 
partments of the same size. Upper compartments hold two trays each 
with a capacity of twenty-one ice cubes. With separators in place 
lower compartment tray provides forty-two more cubes. Rotary type 
pump, driven directly from the motor, eliminates possibility of vibration, 
says the maker. Motor and compressor are hermetically sealed into a 
pressed steel ‘“‘bell-housing.”” Model 170 lists at $215.00 and mode! 150 
lists at $195.00. A new and slightly smaller model is being worked 
upon at the present time. Dealer discount is 40 per cent. 








Keystone 
Kinescope D-61 


Keystone Kinescope, model D-61, for use 
with 16 m.m. film, is produced by Key- 
stone Mfg. Co., Boston, Mass., to retail 
for the suggested retail selling price of 
$17.50. Machine is furnished with 50 
watt, 110 volt, special concentrated fila- 
ment projection lamp. Lens is of double 
convex projection type with cast alumi- 
num body, having steel base. Finish is 
attractive baked crystal enamel, with 
rubber tips at the bottom. Reel capacity 
is 400 feet, being supplied with two 200 
foot reels. Size of picture is up to 20 x 
26 inches at a distance of about 24 feet. 
Smaller pictures may be used at shorter 
distances. 





Delta Buddy 
Flashlight Display 


The Delta electric flash- 
ing display stand is of- 
fered to dealers purchas- 
ing 2 dozen Delta Buddy 
flashlight lanterns at the 
regular price. Delta Elec- 
tric Co., Marion, Ind., 
built this stand particu- 
larly for the Buddy flash- 
light lantern. It is of 
such size as to permit 
its use on the display 
case or counter top. 
Stand, which is con- 


structed of metal, fin- 
ished in three colors, has room for seven Buddy lanterns. An automatic 


flashing light attracts attention. On the front panel is illustrated a 
variety of practical use for the lantern. Stand measures 18 x 16 x 9 


inches. 





Empire Plow Co. 
Snow Plows 


The Empire Plow Co., 
Cleveland, Ohio, offers 
three snow plows, which 
may be used on passenger 
cars or light trucks. The 
Auto Snow Shovel is a 
straight blade plow for 
pushing snow _ straight 
ahead or to either side. 
When going to another job, it may be carried on the bumper of the car. 
This model, which lists at $60.00 is made for smooth surfaces and low 
«speeds. It is recom- 
mended for filling sta- 
tions, parking lots, insti- 
tution grounds and load- 
ing platforms. Modet 
V-81 is a heavy duty “V” 
plow for operation on 
light weight trucks and 
passenger cars. It has 
road grader steel blades. 
This model is for use 
wherever deep snows are 
encountered or for places 
too rough for the Auto 
snow shovel. It lists at 
$125.00 and is recom- 
mended for larger 
estates, cemeteries, ex- 
tensive grounds and for township use, etc. The Meyer Speed Plow is 
designed for the purpose of enabling cars and trucks to travel over roads 
otherwise impassable. It is designed to remove snow that is higher than 
the axle. This model rides axle-high and may be used to make a light 
truck or passenger a snow going vehicle. This model lists at $65.00 
Dealer discount on the three models is 25% from list. The snow shovel 
and V-81 models are illustrated. 
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Master Blue End 
Folding Rule 


Master Rule Mfg. Co., 
Inc, 811 E 136th St. 
New York City, has added 
the miter square joint to 
the Master Blue End fold- 
ing rule. With this rule 
the miter and square . 
measuring and marking can be obtained as well as regular measuring. 
“Star” joint has invisible groove locks, which set automatically at each 
45 degrees. No adjusting is necessary and the rule is secure and lasting. 
In many jobs the miter box may be eliminated. Hammer blow tightens 
joint. There are solid brass strike plates of all sections, strong tubular 
rivets, patented joints and clear, accurate marking. Sizes and sug- 
gested retail selling prices are: M.S. 794, white, 4 foot, 55c.; M.S. 784, 
buff, 4 foot, 50c.; M.S. 795, white, 5 foot, 65c.; M.S. 785, buff, 5 foot, 
60c.; M.S. 796, white, 6 foot, 75c.; M.S. 786, buff, 6 foot, 70c.; M.S. 
798, white, 8 foot, 95c., and M.S. 788, buff, 8 foot, 90c. 





Goodell-Pratt Co. No. 923 
Hack Saw Frame 


Goodell-Pratt Co., Greenfield, Mass., offers a new all metal pistol grip 
hack saw frame built to meet unusually severe test specifications. Each 
frame must stand a tension between studs of 275 Ib. and show no 
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permanent set when this tension is relieved. This test insures a strong, 
rigid frame that reduces blade breakage and increases serviceability 
The comfortably shaped, serrated, pressed steel, pistol grip handle gives 
an easy grip, perfect control and fine balance. Frame is supplied with 
a nickel finish or in natural steel. 


Stanley 3/16” Electric Drills 


Two 3/16 inch electric 
drills are offered by 
The Stanley Electric 
Tool Co., New Britain, 
Conn. They are pro- 
duction drills weighing 
3% |b. and are 8% 
inches long. These 
drills are particularly 
adapted for working in 
places difficult to get 
at, in automobile and 





aeroplane assembly, 
furniture construction, etc. No. 36] has an aluminum alloy housing, 
not liable to damage if dropped, says the maker. No. 36] B is 


made of a special composition that insulates against heat, making it 
a comfortable tool to handle when drilling continuously for long periods. 
Special features are: armature shaft supported on large seal type ball 
bearings; handle, which can be quickly taken off or put on, gears of 
nickel steel specially heat treated; quick make and break line switch, 
and 12% feet of rubber covered cable. Radial ball bearings on each 
side of the spindle prevent side play at chuck spindle, says the maker. 
Drills are equipped with Universal motor. Chuck speed with no load is 
3000 r.p.m., full load is 2000 r.p.m. Drill may be furnished for either 
32, 110, 150, 220 or 250 volts as specified. 


Casement Hardware Co. 
Automatic Top Closer 


This automatic top closer, for making casement windows, screen doors 
and other close fitting openings, weather-tight and warp-proof after 
installation; is made by The Casement 
Hardware Co., 406 N. Wood St., Chicago, 
Ill. It is strong enough to overcome a 
warp of one inch in a four foot window 
and has a pull of ten pounds, says the 
maker. This closer eliminates the need 
of casement fasts and surface bolts. It 
is reversible for right or left hand opera- 
tion, can be installed quickly without 





mortising or fitting, and in’ size and appearance affords unobtrusive 
installation. The Win-Dor top closer is furnished in solid -brass or 
rustproofing steel for finishing to match woodwork. It.can be used on 
steel sash with a special bracket. 


Round Oak Model 0, 
Gas Range 


The Round Oak mode! O gas 
range, made by The Beckwith 
Co., Dowagiac, Mich., has a 
large diamond shaped, com- 
bined oven and broiler burner 
with cast oven bottom pro- 
duces real broiling efficiency. 
There are no exposed bolts, 
nuts or hinges, which enables 
the housewife to keep the 
porcelain finish clean and 
sanitary. Range is trimmed 
in ivory and green, with or 
without oven regulator and 
automatic top burner lighter. No. 076 has full porcelain finish, an 
oven 16 x 18% x 12 inches. No. 074 is full porcelain, with oven 14 x 
18% x 12 inches. Nos. SO-76 and 74 have semi-porcelain finish with 
16 and 14 inch ovens, respectively. 





Dormeyer Fruit Juice 
Extractor Attachment 


A. F. Dormeyer Mfg. Co., 2640 Greenview Ave., Chicago, Ill., offers the 
improved Dormeyer electric food mixer, with fruit juice extractor at- 
tachment shown here. This model is self- 
oiling, and has sealed mechanism, improved 
power unit “practically noiseless in operation 
and is of handsome and modern design. It 
can be operated in any receptacle and is 
attached only to the electric cord. The new 
models are offered in three finishes: Empress, 
gold plated case, hand burnished and 
lacquered with top and handles of green- 
mottled ivory beetle; Princess, case and 
paddles of lustrous stainless steel with han- * 
dles and top of bakelite, and the Duchess, 
Duco finished ivory case with nickle plated 
paddles and handles and top of black bake- 
lite. Fruit juice extractor attachment has jade green glass bowl, orange 
reamer of beetle, and black bakelite base attached to the power unit of 
the food mixer. Food mixer models list at from $35 to $19.50. Juice 
extractor attachment lists at $5.50, less power unit. Dealer discounts 
are 30 per cent in single lots, 35 per cent. in lots of 2-6, and 40 per 
cent in lots of more than 6. 


ABC Electrotable 


The ABC Electrotable is 
an electrical kitchen ap- 








pliance that mixes, 
mashes, beats, strains, 
chops, grinds, shreds, 


chips and extracts the 
juice of an orange. Al- 
torfer Bros. Co., Peoria, 
Ill., makes this appli- 
ance, consisting of flat 
beater, slice plate, wire 
whip, pastry knife, ice 
chopper, fruit juice ex- 
tractor, oil dropper, mix- 
ing bowl, dough hook, 
food chopper, shredder 
plates, colander and 
sieve, vegetable slicer, 
coffee and cereal grinder. 
Sliding shelves yield to 
the touch of the finger, 
bringing the attachments 
into full view, all of 
which can. be removed 
or replaced without dis- 
turbing other attach- 
ments. The Electrotable 
may be equipped with the ABC automatic ironer. It is optional and not 
included in the list price. Suggested retail selling price is $225.00. 
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William H. Voss Refused to Bow to Adversity 


which was used to rock the clothes 
back and forth in the tub. Cor- 
rugations, to hasten the cleansing 
action, consisted of strips of wood 
nailed to the tub’s interior. In 
perfecting this model many 
changes were made. 

The second type to be evolved 
had a round tub, equipped with a 
three prong dasher, agitated by 
a bar having cross handles, on 
which two hands could be used. 
The tub on this model 
had machine corruga- 
tions on the inside and 
is said to have been the 
first round tub washer 
to be placed upon the 
market. With the de- 
velopment of the im- 
proved model the busi- 
ness of the company 
grew still further. Dis- 
tribution was not an 
easy matter as most 
housewives had _ not 
even heard of a machine 
that would wash clothes 
and had to be convinced 
of the labor and time 
saving features. As a 
result the early selling 
policy became one of 
hiring wagons, filling 
them with washers and 
driving out into the 
country, showing the 
farm housewife how to 
use the washer, leaving 
it for trial. A week or 
two later a return visit 
would be made to col- 
lect the money for the 
machines. Meanwhile, 
increased production had reduced 
the cost of manufacture, en- 
abling the company to sell the 
machines at $8. In this pioneer 
work of developing the potential 
market for washing machines, all 
was not easy, but consistent effort 
finally won out as the housewives 
of America began to receive the 
idea with open arms. For many 
years past the machines have been 
distributed through the regular 
retail channels, and Mr. Voss is 
personally known to a large num- 
ber of hardware merchants, with 
whom he became acquainted on 
various trade occasions. 





(Continued from page 35) 


Always striving to further im- 
prove the efficiency of his washer, 
Mr. Voss invented and patented 
many new devices. On many oc- 
casions, in conjunction with in- 
venting a new device, he also in- 
vented the machinery with which 
to produce it on a large scale. At 
the present time, he holds 100 pa- 
tents which are used in producing 
the Voss washer. In evolving a 
round tub machine, he became so 
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ACK in 1880 this elabo- 
rately carved buffet was 
carved by Mr. Voss for one of 
Davenport’s leading citizens as 
a birthday gift to his wife. It 
is constructed of solid walnut. 
It brought $600 to its creator. 


enthused over the idea that he 
worked night and day building 
models, testing them and making 
plans and patterns. Following the 
introduction of this model and a 
series of improvements which 
were incorporated in it, the 
“Ocean Wave” washer was devel- 


oped and patented in 1901 and in 
this year the business was incor- 
porated. The latter model was 
far ahead of any produced by the 
company prior to this time and 
many of these washers, made 
twenty-nine years ago, are still 
giving faithful service today. 

Feeling that the era of power 
was at hand, Mr. Voss, in 1905, 
began experimenting with a water 
power washer, which he perfected 
and used in his own 
home. Later in the same 
year he perfected wash- 
ers powered by gasoline 
engines and by electric 
motors. By this time the 
business had _ reached 
such proportions that 
machines were being 
shipped to many foreign 
countries. In 1909 the 
Voss platform washer 
was conceived and in re- 
cent years Mr. Voss has 
designed and produced 
two all metal washers 
—one an oscillator type, 
and the other the pres- 
ent Floto Plane washer. 

Mr. Voss, at the age 
of seventy-four, has not 
lost one whit of his en- 
thusiasm and _ interest 
in the business which 
had such an inauspici- 
ous beginning nearly a 
half century ago. In 
fact, he is even now 
one of the first workers 
to reach the Voss plant 
in the morning and be- 
comes so absorbed in his 
work that he never knows when it 
is quitting time. No mahogany 
desk or easy office chair can induce 
Mr. Voss to refrain from taking a 
very active part in manufacturing 
washing machines. He is to be 
found at his drafting board where 
he plans further improvements in 
his product, drafting new and in- 
tricate plans for the pattern mak- 
ers, with one hand, in a manner 
that would make many two fisted 
draughtsmen and inventors envi- 
ous. 

He has simply refused to bow to 
adversity. 
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Week’s Price Average Was 
80.7 Per Cent, Says Fisher 


Prof. Irving Fisher of Yale Uni- 
versity announced that wholesale 
commodity prices for the week ended 
Dec. 6, based on Dun’s quotations, 
averaged 80.7 per cent. The Novem- 
ber average was 81.4. The purchas- 
ing power of the dollar on a 1926 
basis of 100c. was 123.9c. The No- 
vember average was 122.8c. 

Crump’s index of English prices 
for the week on the revised 1926 level 
was 70.8. The November average 
was 72.3. 

The Italian index on the revised 
1926 basis for the week ended No- 
vember 27 was 57.3. The October 
average was 59.1. 





Bank Debits Increased 
In Week Ended Dec. 3 


Debits to individual accounts, as re- 
ported to the Federal Reserve Board 
by banks in leading cities for the 
week ended Dec. 3, which included but 
five business days, aggregated $11,- 
185,000,000, or 10 per cent above the 
total reported for the preceding week 
and 21 per cent below the total re- 
ported for the corresponding week of 
last year, which also included a holi- 
day. 

Aggregate debits for 141 centers 
for which figures have been published 
weekly since January, 1919, amounted 
to about $10,450,000,000, as compared 
with $9,550,000,000 for the preceding 
week and $13,260,000,000 for the week 
ended Dec. 4 of last year. 





Freight Loadings Declined 
In Week Ended Nov. 29 


Loading of revenue freight for the 
week ended on Nov. 29 totaled 702,085 
cars, according to the car service divi- 
sion of the American Railway Asso- 
ciation. 

Due to the observance of Thanks- 
giving this was a reduction of 77,672 
cars under the preceding week this 
It also was a reduction of 134,- 


year. 


y GENERAL MARKET 
NEWS of THE 


WEEK 








Holiday Activity 
Is Market Feature 
New York, Dec. 17.—The ac- 


celerated movement of holiday mer- 
chandise is the outstanding feature 
in the nation’s leading hardware 
markets. While holiday volume in 
some of the principal centers is ex- 
pected to approximate last year’s, 
it would appear that the average 
will be somewhat below that of a 
year ago. Mild weather in most sec- 
tions of the country has retarded 
the demand for Winter lines, which, 
under normal weather conditions, 
would be quite active at this season. 

Staple and shelf hardware is in 
moderate demand. Builders’ hard- 
ware is moving very slowly. House- 
wares, generally, continue to move 
in a nearly normal volume. Hunt- 
ing goods are quite active. The 
fact that most Christmas mer- 
chandise being offered is of a 
practical and useful type seems to 
be assisting retail hardware stores 
to enjoy their share of the Christ- 
mas business that exists. 

The holiday demand is expected 
to reach its peak during the next 
few days. Wholesalers have booked 
a fair volume of future orders for 
spring goods and increased effort 
is being planned in this direction 
after the turn of the year. 

Some fluctuation has recently oc- 
curred in the prices on several 
staple lines. In a few cases ad- 
vances were announced, but most 
changes have been to a lower basis. 

The credit situation is rather 
“spotty” in character, as collections 
are normal in some sections and 
slow in others. 


225 cars below the same week last 
year and 198,471 cars below the cor- 
responding week in 1928, both of 
which included Thanksgiving. 





Money Circulation Increased 
Sharply During November 


A sharp increase in the money cir- 
culation of the United States was 
noted in November, according to an 
announcement by the Treasury. 

At the end of November circulation 
amounted to $4,660,621,000, a gain of 
$178,000,000 during the month. It 
was, however, $369,000,000 under that 
of November 30, 1929, as a result of 
the business decline. 

Per capita circulation was $37.59, 
compared with $36.30 Oct. 31 and 
$40.95 Nov. 30, 1929. 

Federal Reserve banks held $1,961,- 
522,000, a small decrease from Oct. 
31, but about $200,000,000 more than 
Nov. 30, 1929. 

Total money stocks were $8,450,- 
616,800, an increase of $105,000,000 
during the month and a decrease of 
$386,000,000 in the year. Total stocks 
do not include gold and silver certifi- 
cates. Of the total $4,044,575,000 
was held by the Treasury, a slight in- 
crease for the month and a drop of 
$115,000,000 in the year. 


November Construction 
Declined in 37 States East 


of Rockies 


November contracts for new con- 
struction of all types awarded in the 
thirty-seven States east of the Rocky 
Mountains totaled $253,573,700, ac- 
cording to F. W. Dodge Corporation. 
This compared with $337,301,400 in 
October and $391,012,500 in Novem- 
ber, 1929. Of the November, 1930, to- 
tal $101,096,000 was for new non- 
residential buildings; $80,781,900 for 
residential structures, and $71,695,- 
800 for public works and _ utilities. 
Total new construction contracted for 
during the eleven elapsed months of 
1930 was valued at $4,275,598,600, as 
compared with $5,437,922,400 for the 
corresponding eleven months of 1929. 
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Department Store Sales 
Gained 2 Per Cent in Month 


Department store sales increased 
from October to November by 2 per 
cent, but were still 8 per cent below 
the same month a year ago, accord- 
ing to the Federal Reserve Board. 

Allowance was made for the num- 
ber of trading days. This increase, 
it was said, is somewhat less than the 
estimated seasonal increase for that 
period, and the board’s index of de- 
partment store sales declined by 3 per 
cent during the month. 

The aggregate value of sales in 
November, without considering the 
number of trading days, was 12 per 
cent below the same month last year. 
For the first eleven months of the 
year department store sales were 7 
per cent smaller, based on the report 
of 592 stores in 253 cities. 

By Reserve districts declines in 
sales in November were: Boston, 7 
per cent; New York, 7 per cent; 
Philadelphia, 5 per cent; Cleveland, 
16 per cent; Richmond, 11 per cent; 
Atlanta, 12 per cent; Chicago, 19 per 
cent; St. Louis, 21 per cent; Minne- 
apolis, 12 per cent; Kansas City, 12 
per cent; Dallas, 19 per cent; San 
Francisco, 14 per cent. 

For the seven months declines were 
as follows: Boston, 4 per cent; New 
York, 2 per cent; Philadelphia, 7 per 


cent; Cleveland, 9 per cent; Rich- 
mond, 4 per cent; Atlanta, 8 per 
cent; Chicago, 13 per cent; St. Louis, 
10 per cent; Minneapolis, 6 per cent; 
Kansas City, 5 per cent; Dallas, 7 per 
cent; San Francisco, 6 per cent. 


Business Pailares Increased 
In Week Ended Dec. 6 


Commercial failures reported to the 
business reviews for the week ended 
Dec. 6 showed an increase, but the 
gains were partly due to reports for 
a full week. Business a week ago 
was interrupted by the Thanksgiving 
Day holiday. Bradstreet’s reported 
a total of 527 failures for the week, a 
daily average of 88, against 470 a 
week ago, an average of 94. R. G. 
Dun & Co. reported 598 defaults, or 
100 daily, as compared with 461, or 
92 a day last week. Both reviews in- 
dicated a failure record far above 
that for 1929, Bradstreet’s report 
comparing with 394 a year ago, and 
Dun’s with 455. The reviews pointed 
out that more failures are normally 
experienced at this time of year. 

Canadian failures also increased 
sharply, standing at 80, as compared 
with 63 a week ago and with 65 a 
year ago. 

Geographically, only two areas of 
the country showed decreases in the 
number of failures, these being the 





Northwestern and Southern sections. 
New England and the Middle Atlantic 
sections reported the largest increases 
in number of defaults. 

There was a small increase in the 
number of failures occurring in the 
group of business using from $5,000 
to $25,000 capital, the percentage of 
the total gaining from 14.4 to 15.7. 


Wholesale Price Index 
Declined Slightly in Week 
Ended Dec. 6 


The wholesale price index of the 
National Fertilizer Association, con- 
sisting of 476 quotations, declined 5 
fractional points during the week 
ended Dec. 6. For the previous week 
the index showed a rise of 4 frac- 
tional points, but that gain has been 
wiped out as the index number sinks 
to a new low at 80.8. A year ago the 
index number was 95.7 (the index 
number of 100 represents the average 
for the three years 1926 through 
1928). 

Of the fourteen groups comprising 
the index three advanced, six declined 
and the remaining five showed no 
change during the latest week. The 
advances were made in the groups of 
fats and oils, metals and fertilizer 
materials. 





Conditions in Arkansas and Kentucky Not As Bad As Reported 


Bank Closings Serious, but Situation Appears Well in Hand—Half of 


Thirty banks in Arkansas closed on 
Monday, Nov. 17. During the same 
week thirty more were closed. Ken- 
tucky has also faced the failure of 
some prominent financial interests, as 
have other parts of the country. Co- 
incident with the news of these banks 
closing have come rumors which mag- 
nify the seriousness of the entire busi- 
ness situation in the States of Ken- 
tucky and Arkansas. Although con- 
ditions are admittedly serious, the 
business structure in this section 
shows a conservative optimism in 
planning for the future. Already 
more than half of the closed banks in 
Arkansas have reopened or have 
specified a date for reopening. 

An interesting and _ informative 
statement comes from H. H. Tucker, 
president, Fones Brothers Hardware 
Co., Little Rock, Ark. He says: 

“After the storm, the calm. A 
comparatively short business period 
has passed since Monday, Nov. 17, 
when thirty odd banks closed in one 
day. During that week, over sixty 
banks in the State closed, and since 
that time we have had an occasional 
bank closing. 

“It has often been observed that 
business suffers in any period when 
the minds of people are distracted by 


Closed Banks Have or Will Reopen 


a crisis, so even in the event that 
adequate purchasing power was still 
available, there is bound to be, from 
the shock alone, a period of extreme 
inactivity. 

“Frankly, it is my opinion that the 
merchant class in Arkansas is doing 
precisely the correct thing in not ob- 
ligating themselves for merchandise 
or incurring forward responsibilities. 
The tie-up of credit is temporarily 
serious, but with the passage of time 
there will come an easing which will 
enable the merchants of the State to 
transact business on a fairly normal 
basis. There will be a_ balance 
reached between income and outgo, al- 
though the percentage of activity 
must necessarily be on a lower scale. 

“It is my impression that, taken as 
a whole, merchants of the State have 
sufficient resources to liquidate in- 
debtedness and to take care of rea- 
sonable purchases if the ordinary 
lines of merchandise credit remain 
open and available. 

“On the banking situation, it is my 
understanding that approximately 
one-half of the closed banks will re- 
open for business. Many of the banks 
which have to liquidate are small in- 
stitutions located in communities that 
have been particularly hard hit by 


bad crop conditions. Under any cir- 
cumstances, the bank structure in Ar- 
kansas will be on a sounder basis than 
it has been for several years past.” 

Other wholesalers serving the ter- 
ritory mentioned, concur in saying 
that while the failure of certain 
prominent financial houses was a blow 
to many people, liquidations have pro- 
vided funds that have relieved the 
situation. Also that, although it was 
thought these failures might precipi- 
tate other failures throughout the ter- 
ritory, only a very small number of 
country banks have closed. It is the 
general opinion that the worst of the 
storm is over. 

In Kentucky the opening of the 
tobacco markets promises more than 
sixty million dollars which will help 
stimulate trade. 

Retailers in both States are re- 
ported as optimistic and have declined 
proffered assistance from their 
sources of supply. They have stated 
that they will not need credit exten- 
sions and most of them expect to con- 
tinue to discount their bills. There 
has, of course, been some slowing up 
of business in the territory. The 
situation may best be summed up as 
serious but not desperate. 
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PITTSBURGH: 


(Pittsburgh office of HARDWARB AGE) 
PITTSBURGH, Dec. 16. 


| OCAL hardware jobbers are now 

preparing for a rather strenu- 

ous rush in business between 
now and Christmas. This expectation 
is based on the fact that Christmas 
trade so far this year has been con- 
siderably less than normal, and with 
the low inventories carried by most 
dealers additional demand must al- 
most certainly develop at the last mo- 
ment. Some fill-in orders are already 
being received, but they are hardly 
up to expectations. In a few in- 
stances orders of this sort have come 
from department stores whose stocks 
were depleted too late for factory 
shipments. However, such cases are 
exceptional rather than general, and 
the total of such business is not ex- 
pected to reach profitable proportions. 


TREND OF DEMAND 


The tendencies in demand noted 
heretofore continue in the Pittsburgh 
market. Electrical appliances are 
moving very well, and a_ belated 
movement of toys is getting under 
way. With the exception of midget 
radios, little activity has developed 
in the comparatively expensive items 
carried by hardware dealers. Wash- 
ing machines, electric refrigerators, 
vacuum cleaners and other products 
are very dull, and demand for full 
sized radios is disappointing. Elec- 
tric clocks are proving to be a live 
item. The general line of staple 
hardware products is slow, and the 
weather has not been sufficiently se- 
vere to bring out a really strong 
movement of cold weather items. 


PRICE REVISIONS 


Prices for the spring trade are be- 
ginning to come out. Black wire 
cloth, No. 12 gage, will be sold by 
jobbers at $1.75 per 100 sq. ft., and 
galvanized No. 12 at $1.80. Bronze 
wire cloth, No. 14 gage, is quoted at 
$5.25 per 100 sq. ft., and aluminum 
wire cloth is being offered by a New 
York manufacturer for the first time. 
This product, designated as Aldura, is 
made of hard aluminum alloy in natu- 
ral finish and lacquered at $4.75 per 
100 sq. ft. for the No. 16 gage. Job- 
bers are now prepared to take stock 
orders for galvanized poultry netting 
for spring delivery at 60 per cent off 
list. Adjustments have been made on 
galvanized barbed wire in 80-rod 
spools, which result in slightly lower 
prices. Two-point cattle wire is 
quoted at 2.31c. per Ilb.; four-point 
cattle at 2.46c., and two-point special 
cattle at 1.82c. Quotations on wood 


screws have been advanced slightly. 





AT A GLANCE 


Pittsburgh wholesalers are 
prepared for a rather strenu- 
ous rush in business between 
now and Christmas. Indica- 
tions seem to point to a last 
minute avalanche of holiday 
orders. 

* * # 

Colder weather is needed to 
develop the call for winter 
items. Prices for the spring 
trade are being issued on some 
lines. Several changes in quo- 
tations have become effective. 

* % # 

The Pittsburgh steel indus- 
try is facing conditions more 
hopefully. The recent ad- 
vance in first quarter quota- 
tions on bars, shapes and 
plates seems to be the fore- 
runner of a general movement. 

* * & 

The coal and coke industry 
is only fairly active. Building 
operations have not shown any 
appreciable improvement. Col- 
lections continue slow, but are 
expected to ease up some after 
the holidays. 











The base discount on flat head, bright 
wood screws is now 40 per cent off 
list, while flat head brass screws are 
quoted at 37% per cent off list, and 
round head brass at 32% per cent off. 
These are subject to the same extras 
as heretofore. Slight adjustments 
have been made in quotations on the 
McKinney line of butts, hinges and 
other builders’ hardware. Linseed oil 
has declined to slightly over 10c. per 
Ib. in barrel lots, and turpentine is 
still quoted at 56c. per gal. in barrel 
lots. No other important price 
changes are reported, although quo- 
tations on wire nails show consider- 
ably more stability at $2.15 per 100 
lb. keg. Shading persists in bolts. 


STEEL INDUSTRY 


The Pittsburgh district steel indus- 
try is facing conditions more hope- 
fully. A $1 a ton advance in first 
quarter quotations on bars, plates and 
shapes has been announced by princi- 
pal makers, and this seems to be the 
forerunner of a general movement to 
stabilize and raise finished steel quo- 
tations. On sheets, strip, wire rods 
and manufacturers’ wire recent mini- 
mum prices have been recognized by 


Pre-Christmas Rush Expected— 
Several Price Changes Effective 


mills, and price stability will be 
sought at these levels. Talk of ad- 
vances after present quotations 
achieve firmness is frequently heard, 
and has stimulated consumers to 
make inquiries for their first quarter 
and even first half needs in many 
cases. If material under contract is 
ordered out as specified, an upturn in 
operations may certainly be expected 
in January, with more impressive 
gains in the spring. Present ingot 
steel operations in the district do not 
average 40 per cent of capacity, while 
a number of finishing mill schedules 
are not even that high. Blast fur- 
naces are still going out, and several 
independent companies are only run- 
ning their open-hearth furnaces inter- 
mittently. Complete suspensions may 
be expected in a number of plants 
during the last two weeks of the year. 


OTHER INDUSTRIES 


Conditions in the other basic in- 
dustries are not changed materially. 
Domestic demand for coal is fair, and 
railroad purchases are very light, and 
there is littie movement of coke ex- 
cept on long time contracts. Build- 
ing operations have not improved in 
this district, although public work 
projects are under way and may 
eventually help to relieve the unem- 
ployment situation. Steps to relieve 
unemployment in this district are go- 
ing forward daily, but the most im- 
portant problem is the relief of those 
affected by two and three-day sched- 
ules who are unable to get in other 
lines of work. Collections continue 
slow, but are expected to ease up 
somewhat after the holidays, and per- 
haps save several concerns from fi- 
nancial embarrassment. 


November Sales of 25 Chain 
Stores Dropped 11.2 Per Cent 
from Year Ago 


Dollar sales of twenty-five chain 
store systems for November, accord- 
ing to The Journal of Commerce com- 
pilations, were $155,990,221. This 
was a decline of $19,335,117, or 11.2 
per cent from the figures for the same 
month of 1929. 

Aggregate sales of the same chains 
for the first eleven months of the year 
were $1,627,756,265. This was a de- 
cline of $60,773,979, or 3.59 per cent. 
Two of the chains included in the re- 
port for the longer period have re- 
ported for ten months only, making 
the aggregate slightly lower than it 
would be if all figures were included. 
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LOUISVILLE: 


(Louisville Office of HARDWARE AGE) 
LOUISVILLE, Dec. 16. 


NDER the influence of reason- 
U ably good weather conditions, 

the hardware trade, in this sec- 
tion of the country, has enjoyed im- 
proved trade so far this month, fol- 
lowing a lull in activity during No- 
vember. Stoves, cutlery, sporting 
goods, toys, housefurnishings and 
holiday lines in general are moving 
well. Trade from rural towns shows 
similar improvement to that noted in 
the larger cities and in Louisville 
proper. Hardware wholesalers are 
busy planning 1931 trade campaigns 
and the territory embracing many 


States will be worked with vigor. 
The opinion of the trade in general is 
that the coming year will be a better 
business year than the one now draw- 
ing to a close. 


BUILDING PROSPECTS 

Although the drought had an ad- 
verse effect upon trade over a wide- 
spread area in this territory, business 
for the year has nevertheless been 
fairly good. Current collections are 
holding up well. Building in Louis- 
ville was off this year, but architects 
report plans for a good many struc- 
tures for 19381. 





NEW M 


ROPS for the season generally 
reported good to excellent. 
Broomcorn reported 8110 tons 

as compared with 6000 tons in 1929. 
Tomato pack in Deming largest for 
several years. Union County raised 
choice alfalfa seed supplying Cali- 
fornia dealers in carload lots. Alfalfa 
crop throughout the State heavy and 
above average in quality. 


BANKING 


Bank clearings show small decline 
as against same period last year, but 
banking business in healthy condi- 
tion generally. Deposits show de- 
cided gains. 


XIC 


CONSTRUCTION 


A ten-story hotel to cost $300,000 
is being built at Clovis. Building 
is particularly active in Las Cruces 
where a new reservoir is under con- 
struction and also power line exten- 
sions. A six-story hotel at Roswell 
is being built at cost of $200,000. 
Albuquerque building permits normal 
for this time of year. 


LIVESTOCK 


Range conditions in some districts 
suffering from lack of moisture. 
Prices down and small movement to 
markets. No severe losses reported 





ARIZONA: 


State continues steady, with 

several communities pushing 
road and building work; Bisbee has 
new construction approximating 
$300,000 in immediate prospect; 
Phoenix is putting up another large 
office building, and will let contracts 
early in December for part of the 
three-million-dollar sewer and water 
improvement program. Pima County 
will open bids on a $200,000 road im- 
provement program. Building per- 
mits in Phoenix and Tucson now com- 
pare favorably with the same period 
of 1929. 


CC State: contin all over the 


AGRICULTURE 


The lettuce crop is proving very 
satisfactory; 150 carloads have been 


shipped out of the State up to Nov. 
26. The cotton harvest is advancing 
well, with prospects of a record yield, 
expectation placing Arizona first 
among the cotton growing States in 
acre production of short staple cot- 
ton. Farmers are planting extensively 
to alfalfa, with a prospect of material 
increase in acreage of this crop over 
the past several years. The Bureau 
of Census shows that the increase in 
irrigated land is 23% per cent during 
the past decade, Maricopa, Pinal and 
Yuma counties leading. 


MINING 


The announcement of an advance 
of 2%c. a pound for copper has had 
a pronounced effect on the state of 


Holiday Business Has Improved 
Outlook Is Good for New Year 


WHOLESALE HARDWARE 


Several wholesale establishments 
located in Louisville report a good 
holiday trade. One jobbing house 
calling upon the trade in Georgia, 
Florida, Arkansas, Kentucky, Indi- 
ana, North Carolina and a portion of 
Ohio advises that sporting goods, toys 
and stoves are particularly active at 
this time. Another wholesale estab- 
lishment, having branch representa- 
tion in several cities in the South- 
west, reports an active demand for 
painting materials and radio sets. A 
distributor of tinsmiths’ supplies, re- 
frigerators and stoves asserted the 
concern had enjoyed a good volume of 
business during the current year. 


Normal Xmas Trade Expected— 
‘4 Season’s Crops Have Good Average 


and condition of sheep and cattle 
generally good. Early snows this 
year will be of great benefit to winter 


feed. 
MINING 


Copper prices down and production 
below normal. Some activity shown 
in development of both new and old 
properties, especailly in southwestern 
section of State. 


RETAIL SALES 
Past thirty days have been quiet, 
but merchants are stocking up for 
normal Christmas buying.—Edgar 
Knight, secretary, Albuquerque 
Chamber of Commerce. 


Construction Continues Steady— 
Agricultural Conditions Satisfactory 


mind of the people all over the State, 
even though the higher quotation 
comes as a result of reduced produc- 


tion. 
LOCAL REPORTS 


Phoenix and Tucson—Public utili- 
ties and postal receipts continue on a 
favorable comparison with the same 
period of last year. Resort hotels 
report reservations equal to and ex- 
ceeding last season. 


Clifton—Reports indicate distinct 
improvement in retail conditions; 
livestock and ranges in_ excellent 


shape. 

Globe—Reports of retail business 
compare favorably with previous 
years—M. E. Bemis, of Phoenix 
Chamber of Commerce. 
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LOS ANGELE 


OCAL business activity for 
i | the month of November ap- 
pears least favorable by com- 
parison of any month of the calen- 
dar year, however seasonal declines 
and the depression bottom easily ac- 
count for this condition. There is 
every evidence that December will 
represent a strong month in many 
lines and will bring 1930 close to 
1929. Then, too, the constructive ef- 
forts of business leaders are en- 
couraging and bound to produce 
greater stability. 


BUILDING PERMITS 


Building permits for November 
were below November, 1929, in valu- 
ation by some two million dollars; 
also lower than October of this year, 
which is in line with usual annual 
fluctuations. Bank debits decreased 
20 per cent from the October figure; 
employment fell several points to 75.3 
for November, due to moderate de- 
clines in seven of the ten industrial 
groups, also largely seasonal. Wear- 
ing apparel showed an increased ac- 
tivity in seasonal lines; millinery 
was quiet due to seasonal dullness. 


GENERAL ACTIVITY 


Motion pictures are very active; 
furniture manufacturers are busy 
with volume of business very satis- 
factory. Mining, while curtailing pro- 
duction, is feeling a steadying effect 
from a 2%c. rise in copper. Petroleum 
is continuing on the restricted produc- 
tion program with need of further 
control in view of the bringing in of 
new fields. Postal receipts dropped 
some 14 per cent from October; stock 
exchange transactions were below 
both October and last November. 
Agricultural returns to the State 
promise to be greater than last year. 


EMPLOYMENT 


With seven of the ten industrial 
groups showing moderate declines 


during November, the Chamber of 
Commerce index of industrial em- 
ployment dropped seven points from 
the mark of last month. At the pres- 
ent level the index is at the second 
lowest point of the year, the record 
low having been reached during June. 

The seven groups which showed 
declines from October were: food 
products, millwork, furniture and fix- 
tures, printing and lithographing, 
clay products, rubber and petroleum. 
Moderate gains were registered in 
the following three lines: motion pic- 
tures, iron and steel, and wearing 
apparel. 

In general, it might be said that 
practically all of these increases or 
declines are seasonal in nature, al- 
though all groups without exception 
are operating at lower than normal 
levels. 

Compared to last year, each of the 
ten groups is considerably lower in 
employment. The outstanding drops 
have taken place in iron and steel, 
millwork, and furniture and fixtures. 


POSTAL RECEIPTS 


Local postal receipts dropped ap- 
proximately 14 per cent from Oc- 
tober during the past month. How- 
ever, for the eleven months’ period 
the 1930 total is still leading the 
total receipts for 1929 by a slight 
margin. As compared with Novem- 
ber, 1929, the past month shows a 
lag of 6 per cent. An increase in the 
total volume for 1930 over 1929 ap- 
pears quite likely. 

Comparative figures are as follows: 


November, 1930 ........... $819,937 
November, 1929............ 872,984 
Eleven months, 1930... .'...9,571,216 
Eleven months, 1929....... 9,503,946 
AGRICULTURE 


Indications are that California will 
complete her crop year according to 


November Activity Least Favorable 
4 Prospects for New Year Are Bright 


early estimates. As was apparent at 
the beginning of the crop season, 
1930 has been a year of record pro- 
duction, largely the result of better 
farming practices. And, although 
prices in general have been low as 
the result of depressed economic con- 
ditions throughout the United States, 
heavy yields will, to a degree, com- 
pensate for.the lower unit return, 
and the total agricultural income is 
expected to exceed by several mil- 
lion that of 1929. 

The outstanding trends in Califor- 
nia agriculture during 1930 have 
been higher yields of both deciduous 
fruits and field crops; high record 
return for citrus friuts in spite of a 
low crop and depressed economic con- 
ditions in purchasing centers; larger 
acreage and subsequent movement of 
all vegetables; little change in the 
dairy and livestock situation; two 
outstanding developments in market- 
ing, the control of canned peach and 
grape surpluses, one a Farm Board 
enterprise and the other an activity 
of growers and manuafcturers. The 
final result has been the maintenance 
of the purchasing power of agricul- 
ture within the State and the con- 
tinuance of an optimistic outlook on 
the part of producers. There was a 
general tightening up in farm finance 
and in production costs, and this left 
many valuable lessons with growers. 

The present indications are that 
the same tendencies which influenced 
production in 1930 will be noticeable 
next year. It cannot be said that 
agriculture is on the upgrade in Cali- 
fornia; on the other hand, the past 
two years have demonstrated the 
soundness of our diversified program 
in that the State’s agriculture has 
maintained itself as an industry with- 
out severe deflation—Los Angeles 
Chamber of Commerce. 





The Steel and Iron Industry 
Has Gained in Confidence 


The week’s developments in iron 
and steel have been preponderantly 
favorable and the industry, although 
chastened by repeated disappoint- 
ments during the year, has gained in 
confidence. While steel ingot output 
in November declined to the lowest 
level since July, 1924, and some fur- 
ther recession this month seems in- 
evitable, there has been a gradual 
gain in demand for forward delivery, 
strengthening expectations of an up- 
turn in production early next year. 

The unfilled tonnage of the Steel 
Corporation undoubtedly increased in 
November, possibly by as much as 


150,000 tons. A leading independent 
maker of sheets has had a better vol- 
ume of orders in the past three weeks 
than for any similar period in several 
months. Although improvement in 
business has been slight in some 
cases and has not extended to all 
products, the trend now seems to be 
definitely upward. 

This tendency has been given im- 
petus by last week’s advance of $1 a 
ton on plates, shapes and bars for 
first-quarter shipment. Specifications 
against fourth-quarter commitments 
have been stimulated, especially for 
deliveries in January. At the same 
time first-quarter contracts for these 
products, as well as for sheets, are 
beginning to be closed. Some con- 


sumers, in fact, are trying to buy 
sheets through the first half of 1931. 





Bank Clearings Declined 
In Week Ended Dec. 4 


Bank clearings in the United States 
for the week ended Dec. 4, as reported 
to Bradstreet’s Journal, aggregated 
$9,961,026,000, as against $6,565,050,- 
000 last week, a holiday week, and 
$13,247,699,000 in this week last year. 
There is here shown a gain of 51.7 
per cent over last week, but a decrease 
of 24.8 per cent from the like week 
of 1929. Canadian clearings aggre- 
gated $346,841,000, against $254,762,- 
000 last week and $399,717,000 in 
this week last year. 
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NEW YOR 


NEw YorK, Dec. 16. 


ETROPOLITAN wholesalers 
M express disappointment over 

the rather small volume of 
fill-in orders being received for holi- 
day merchandise. From all indica- 
tions original dealer stocks of Christ- 
mas goods have been of ample size, 
in most instances, to cope with the 
consumer demand. Although Christ- 
mas is less than two weeks away, cur- 
rent trade activity is only moderate 
in character, but jobbers believe busi- 
ness will improve steadily until the 
holiday demand reaches its peak a 
few days before Christmas. Toys are 
one of the most active lines. Wheel 
goods are also in excellent demand. 
A fair demand prevails for sleds, 
sporting goods, cutlery, silverware, 
tool chests, electric clocks and elec- 
trical appliances. Business in house- 
wares has held up well. Staple lines 
are only fairly ative. The demand 
for builders’ hardware continues light. 
Some orders for spring lines are be- 
ing booked for later delivery, and in- 
creased interest in this type of mer- 
chandise is expected after the holi- 
days. 

Moderate temperatures and other- 
wise unseasonal weather conditions 
during the past week have served to 
retard the demand for many winter 
lines, usually active at this time of 
the year. Some jobbers declare that, 
providing seasonal weather prevails 
during the balance of the month, sales 
for December stand a good chance of 
being about on a par with the same 
month a year ago. The opinion of 
the trade is varied regarding the ef- 
fect of the financial difficulties of a 
local banking institution, having many 
branches throughout the metropolitan 
district. Although none are unduly 
alarmed over the situation, most feel 
that the occurrence was unfortunate 
and untimely. The quick action of 
23 leading banks in offering to lend 
depositors of the institution up to 50 
per cent of their net balances at 5 
per cent interest is considered reas- 
suring. The institution, despite its 
name—Bank of the United States— 
had no connection with the Federal 
Government. 


FEDERAL RESERVE REPORT 


The December review of credit and 
business conditions, issued by the Fed- 
eral Reserve Bank, relative to Octo- 
ber wholesale trade in this district, 
says: 

“The dollar volume of business of 
the reporting wholesale firms in this 
district in October continued to be 
considerably smaller than a year pre- 
vious. The average decrease below 


October, 1929, was 22 per cent, or 
about the same as in the two preced- 
ing months. 


Sales of drugs and yard- 





AT A GLANCE 


Wholesalers are  disap- 
pointed over the volume of 
fill-in orders for holiday mer- 
chandise. Original stocks of 
Christmas goods appear to be 
of adequate size to satisfy the 
consumer demand. 

* * & 

Toys and wheel goods are 
in better demand than most 
other holiday lines. Some 
future orders for Spring 
goods are being booked and 
increased interest is expected 
in January. 

* $ & 

Screen wire prices have 
been announced for next 
season. New figures are some- 
what lower than last year’s. 
Moderate temperatures have 
curtailed the demand for sea- 
sonal goods. 

e % & 

Prices on some wrought 
steel products have been re- 
vised to a lower basis, while 
higher prices are being quoted 
on some woodenware prod- 
ucts, due to advancing lumber 
prices. Raw copper has been 
reduced to 11c per pound. 











age sales of silk goods showed de- 
creases in October as compared with 
last year, following increases in Sep- 
tember. The sales of groceries, cot- 
ton goods and shoes continued to be 
substantially below a year ago, and 
the sales of hardware showed the larg- 
est decrease since June. Declines in 
excess of the average were reported 
by th men’s clothing, stationery, 
paper, diamond and jewelry dealers. 
Orders for machine tools reported by 
the Machine Tool Builders Associa- 
tion, following month-to-month in- 
creases in August and September, de- 
clined in October, and were little more 
than one-fourth the volume of Octo- 
ber, 1929, and the lowest since Sep- 
tember, 1924. 

“The value of stocks in all report- 
ing lines, with the exception of drugs, 
continued to be substantially smaller 
than the previous year. Collections 
average slightly slower than in Octo- 
ber, 1929.” 

With reference to October whole- 
sale hardware activity, the review dis- 
closes that sales gained 8.8 per cent 
over the previous month, while stocks 
at the end of October were 4.1 per cent 
lower than at the end of September. 


Holiday Re-orders Below Normal Levels 


* " . 
» ocreen Wire Prices Are Announced 


Sales for October in comparison with 
those of the same month last year 
were 21.1 per cent behind, while stocks 
were 14.6 per cent lower; 49.4 per 
cent of the accounts outstanding Sept. 
30 were collected in October this year 
as compared to 55.4 per cent last year. 


EMPLOYMENT 


The monthly report of the State 
Labor Department disclosed a fur- 
ther drop of 3 per cent in employ- 
ment in the State in November. 
Frances Perkins, State Industrial 
Commissioner characterized the report 
as the most discouraging since the 
beginning of this year. A total drop 
of 21 per cent since January was 
shown in the report. 

Based upon statistics presented by 
1700 factories picked to afford a rep- 
resentative cross-section of industry in 
the State, the report declared that 
there was not a single industry which 
did not reveal a decline in employ- 


ment 
CONSTRUCTION 


Builders’ hardware and_ related 
lines are in light demand, in keep- 
ing with the low state of activity in 
building operations. 

Contracts awarded for new con- 
struction in the metropolitan area 
during the period from Dec. 1 through 
Dec. 5 totaled $8,060,400, according 
to F. W. Dodge Corp. 

This was at the rate of $1,612,000 
for each of the five business days 
covered. In November the daily rate 
of contract-letting was $2,465,000, 
while for December, 1929, the rate 
was $4,244,000 per business day. 


» COPPER CENT LOWER 


Copper producers have reduced the 
price of the metal 1c. per pound to 
11c. delivered in the domestic market, 
the level at which custom smelters 
have been selling for some time. 

The American Brass Co., a sub- 
sidiary of the Anaconda Copper Min- 
ing Co., reduced the prices of copper 
products 1 cent a pound and brass 
products % cent a pound to bring 
prices in line with 11-cent copper. 


PRICE REVISIONS 


Screen wire prices have been an- 
nounced by leading manufacturers. 
The prices are slightly under last 
year’s. Prices established on the new 
aluminum wire cloth, being placed 
upon the market for the first time, 
are a little lower than the quotations 
for bronze screen. New prices, show- 
ing reductions, have been issued on 
the Stanley line of wrought steel prod- 
ucts, including butts, shelf brackets, 
corner irons, etc. Several advances 
have been made in the woodenware 
line. 
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BOSTON: 


(Boston office of HARDWARE AGE) 
Boston, Dec. 16. 
IRST half of December sales 
F were disappointingly backward, 
according to jobbers, and there 
is every indication the Christmas 
trade will be the smallest recorded in 
years. While it is true that demand 
for holiday goods has increased as 
Christmas nears, jobbers have not 
been obliged to maintain night forces 
to keep abreast of orders, whereas 
during the past four or five seasons 
such a procedure was necessary. They 
have, however, kept toy departments 
open two or three nights a week to 
accommodate retail dealers, who be- 
cause of skeleton working forces feel 
it necessary to remain at the store 
throughout the opening hours. The 
response of the retail trade to job- 
bers’ accommodations has been ex- 
ceptionally light. 

Toys are selling better than they 
were, but there is none of the old 
time pep to buying, retailers still con- 
fining themselves largely to samples 
or quarter dozens of the few items 
purchased. Sleds and baby sleds also 
are going better, and the movement of 
hockey sticks, skiis and snow shoes 
has been somewhat accelerated of 
late. Games like pingpong are really 
selling better than toys. Sales of 
dolls have been quite backward. Elec- 
tric clocks and watches are beginning 
to show some degree of life, and the 
week’s turnover in wagons shows a 
moderate increase. 


SKATE SITUATION 


The skate business has been de- 
moralized this year owing to the fact 
that a large number of manufactur- 
ers and assemblers have flooded the 
market with low priced boot and skate 
combinations. Hardware jobbers have 
done a fair business with retail deal- 
ers located at so-called country points 
simply because the city flood of 
sellers has not reached this rural 
trade. Some retailers claim to have 
bought boot and skate combinations 
and are offering same for resale for 
less than the hardware jobber can 
sell them. 

Jobbers are still obtaining a grati- 
fying number of orders each day for 
such merchandise as wood pails, wash 
boilers, window weights, step ladders, 
window glass, steel and wooden snow 
shovels, sidewalk cleaners, builders 
hardware, saw bucks, roofing papers, 
mop handles, storm doors, wall lamps 
and the many items that go to make 
up standard goods. Such business has 
been a lifesaver to the jobbing trade. 





AT A GLANCE 


Toys, Sleds and Baby Sleds 


selling better than they were. 
* * #& 

Gratifying Number of Or- 

ders placed for Standard 


Goods. 
* 8 & 


Market for Skates Unset- 
tled by ruthless Price Cutting. 











SENTIMENT 


Since makers of brass and copper 
products have reduced prices follow- 
ing the marking down of raw copper 
from 12c. a lb. to 11c., the retail hard- 
ware trade appears to have lost con- 
fidence that the recent announcement 
by steel mills of an advance on 
shapes, plates and bars will have the 
intended business boosting influence. 
They seem to feel there will not be 
sufficient steel mill business to main- 
tain the new prices for any extended 
period. 

In discussing their feelings they 
say in substance that while the 
streets and roads are filled with auto- 
mobiles, and that while savings banks 
are fairly saturated with money, no- 
body seems to have much ready cash 
to spend, in retail stores, at least. 
This decrease in money in circulation, 
in their opinion, means that ultimate- 
ly retail prices will have to be lower, 
and they cannot be lower if the steel 
mills and others advance wholesale 
prices. The retailer therefore can- 
not figure how wholesale prices can be 
put and kept up, and consequently 
takes higher steel prices to be but a 
gesture. 


LOOK TO FUTURE 


Sentiment, however, is not as pessi- 
mistic on the general business situa- 
tion, because retailers seem to feel 
that things will begin to pick up early 
in 1931. It is stressed by one of the 
most enterprising retailers that there 
are 120,000,000 of people in this 
country; that these 120,000,0C0 will 
have to have clothes, shoes, houses to 
live in, nails, building papers, build- 
ers hardware and a great many other 
things the hardware store carries be- 
fore very long. He says it takes a 
lot of factories and raw material to 
supply the needs of any such number 
of people and that they cannot go 
without the necessities of life indefi- 
nitely. 





Christmas Demand Has Been Light— 


Improvement Expected in New Year 


Just now New England hardware 
manufacturers are not very busy, but 
most of them have confidence in the 
future. One Connecticut manufac- 
turer of builders hardware is so con- 
fident of 1931 he has just bought his 
pig iron requirements for the second, 
third and fourth quarter of the new 
year. Other’ have not contracted so 
far ahead for their raw material re- 
quirements, but, nevertheless, feel 
reasonably certain that the last half 
of 1931 will be much more prosperous 
than the last half of the current year. 


A GOOD SUGGESTION 


State Tax Commissioner Long has 
recommended to the legislature that 
it authorize tax collectors in Massa- 
chusetts to accept partial payments 
in any amounts. In making his 
recommendation Mr. Long said in 
part: “In these days of seemingly ex- 
orbitant local taxes, it becomes diffi- 
cult for many to gather sufficient 
money to pay the full amount of taxes 
at any one time.” 

The hardware trade in general 
feels that Mr. Long’s suggestion is a 
good one and that if the legislature 
backs him up, the credit situation may 
rectify itself more readily than an- 
ticipated. Taxes have not only be- 
come a serious burden to the business 
man of Massachusetts, but to the in- 
dividual as well. 

Jobbers report that retailers who 
regularly discount their bills did so on 
or before Dec. 10, and that the slow 
pays are just as slow as ever. Job- 
bers are watching credits more close- 
ly than ever before, but are not push- 
ing collections at this time, preferring 
to wait the ending of the Christmas 
season and inventory taking. 


WOOD SCREWS HIGHER 


Jobbers have received new lists 
from wood screw manufacturers 
showing an advance of 5 points, and 
have adjusted their price books ac- 
cordingly. Flat head bright are now 
40 per cent discount print and 10 per 
cent beyond; flat head blued, 40 and 
10 per cent discount, add 5 per cent; 
round head blued, 35 and 10 per cent 
discount; round head brass, 32% and 
10 per cent; round head nickeled 20 
and 10 per cent; and flat head gal- 
vanized 12% and 10 per cent. 

No other price changes of im- 
portance are announced, but it is in- 
timated that one will shortly be an- 
nounced on copper tacks. Makers of 
wire nails have notified jobbers that 
while the price F.O.B. factory re- 
mains unchanged, it will be strictly 
maintained. 
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ATLANTA: 


(Atlanta office of HARDWARE AGE) 
ATLANTA, Dec. 15. 


active, especially with the retailers, and from all indications they are 


W xi holiday buying now in full swing business for the time is very 


meeting the demand with well assorted stocks of Christmas merchan- 


dise. 


While buying of toys, wheel goods and other holiday lines during the past 


few weeks has been more or less conservative and leaning mostly toward medium 
priced merchandise, the sales have been gratifying, and in face of our so-called 
business depression and economic check, jobbers and dealers feel that sales of 
holiday merchandise will exceed expectations. 

Both jobbers and retailers express faith and confidence in normal business 
conditions during the early part of next year and are making ready to put 
forth every effort to make it a reality. Retailers’ stocks are very low, and 
the approach of inventory time together with slack demand will no doubt 
hamper buying for several weeks, but it is evident that it will be necessary 
to replenish stocks to some extent after inventories, even though little increase 


is noted in demand. 


This means that jobbers’ stocks should show increased 


movement at this time and should result in a nice volume of business from 


this source. 


Collections do not seem to show improvement, and from most sources they 


are reported as being bad. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 


RETAILERS, F.O.B. ATLANTA, GA. 


AMMUNITION 

3-1% Remington Nitro Club 12 ga. 
shells, $34 per 1000; 3-1 Remington 
Nitro Club 12 ga. shells, $33.23 per 
1000; 3-1% Remington Shur Shot 12 
ga. shells, $30.06 per 1000; 3-1 Rem- 
ington Shur Shot 12 ga. shells, $29.06 
per 1000. 


$1.85 per doz.; No. 3-MB, $3.00 per 
doz.; No. 4-S, $4.00 per doz. 


DRAG SCRAPES 


No. 1 with runners, $7.50 each; No. 
2 with runners. $7.25 each; No. 3 
with runners, $6.50 each. 


FEATHER DUSTERS 


AUTO TIRES i Per Doz 
29 x 440, $6.18; 29 x 450, $6.82; = ORs ceewidteacdévinceseunsesecnee = 
30 x 450, $6.89; 30 x 500, $8.51; 30 x a = ein wSlae Visi Cig Ree Geen er oe sis ea 
525. $9.99. 3 OZ. veeeeeeeeeeeeneeceeceseers : 
; Tubes: 29 x 440, $1.11; 30, x, 450, ES ORE Sisiisecsssciecteteaseaee es 6.00 
1.18; 29 x 450, $1.28; 30 x 500, $1.32; 4 
36 x 525, $1.49. FENCE WIRE Per 10 
BARB WIRE ; / Rod Roll 
Per 80 No. 2048 Light poultry......... $4.17 
Rod Roll No. 2360 Light poultry......... 4.65 
P ne No. 2672 Light poultry......... 5.50 
2 point cattle ........seeeeecee $2.40 No. 1948 Poultry and rabbit 
2 pOint HOS .....ceseoeevesscees 2.65 TR, EE OS ESE 
4 point cattle ...........eseeeee 3.30 No. 2158 Poultry and rabbit 
Ter er eer 3.50 PR hs Oday cea kane 5.25 
58 in. Diamond lawn.......... 16.50 
BROOMS 
7 : = Per 100 Ft. 
nant Geet Te a” Si 36 in. double loop lawn....... $11.37 
rattan 14 in. push broom with han- 48 in. double loop lawn....... 14.93 
dles, $7.50 doz. FENCE POSTS 
BUSH HOOK ss : ; _. Each 
Bloods Axe.—Handled, $15.00 per om ft. a aor puestuoees 43 
doz. 7% ft. banner plainted line with 
BREROr BIBtOS - nbces ceks 
CHAIN : 8 ft. banner painted line with 
No. 110, 5/16 x 14 ft. log chains anchor plates .......... 0.53 
with hook and ring, $2.25 each; No. 7% ft. galvanized tubular end.. 3.50 
110, % x 14 ft. log chains with hook 8 ft. galvanized tubular end.. 3.70 
and ring, $3.00 each; No. 110, % x 14 7% ft. galvanized tubular corner 4.90 


ft. log chains with hook and ring, 
$5.00 each. 


8 ft. galvanized tubularcorner 5.25 


7-8-2 trace chains, 62c. per pr.: FENCE GATES 
7-8-1 trace chains, 72c. per pr.; 8-10-0 Each 
trace chains, $1.32 per pr. 1, 26 | ‘ Zz 
No. 1-20 ft. tie out chains, $4.00 a aaa ee we 50 
per doz.; No. 0-30 ft. tie out chains, 3% ft. 42 in. ornamental ‘top j 
“ lg hie. Vike et 0 WOES GOOG s cccasciiouad «nek. 4.75 
2/0 tens ain, $4.! or 25 10 ft. 36 in. é 
ft. reel; 2/0 tenso well chain, $9.00 ‘aaa » Tn nn — 
per 500 ft. reel. 10 ft. 42 in. ornamental top 
COAL HODS single drive gates ........... 
16-in. galvanized, $4.00 per doz.; FILES 


18-in. galvanized, $5.00 per doz.; 16- 
in. japanned, $3.25 per doz.; 18-in. 
japanned, $3.75 per doz. 
COAL TONGS 
No. 45, $2.50 per doz.; No. 25, $3.50 
per doz.; No. 214, $3.50 per doz. 


CORN POPPERS 
No. 1-C, $1.25 per doz.; No. 1-CR, 





First quality, list less 50 per cent; 
private brands, less 60-10 per cent. 
Second quality, less 75 per cent. 


FIRE POKERS 


No, 10%, % x 20, 85c. per doz.; No. 


10, % x 26, $2.00 per doz. 


FIRE SHOVELS 
No. NF16 Never Break, $4.50 per 





Current Activity Is Very Brisk 
Holiday Buying in Full Swing 


doz.; 20-in. galvanized, 75c. per doz.; 
20-in. japanned, 75c. per doz. 
GALVANIZED WARE 


Water Pails 
Per Doz. 
.98 


BIO kicisn css coccewsinnvennceenes $1 
FOES Aids eins ncmacdsmswes s0ss:0:0 2.24 
SOs, ions ened esetaswassanneeaes 2.46 
EOE.» 5 ccav iar casts ecntceeecass 2.76 
TE, nc neces caeneedcenseeseenss 3.34 
Wash Tubs 
Per Doz 
PGA sc d:dcr cd ccc eweerwmntokas ee $3.80 
PR OE hoc iewce sence se bar 6dine wee 4.70 
NE aavcwaieieciseamaekeon ehuaes 5.80 
PS crncctamerdcdeendecesaweswes 6.50 
PRES nccce ciusavesnesensassuaes 7.60 
Oil Cans 
Per Doz. 
SMES, facts Shaawwdenesees aca dne $3.00 
BORREY nceaiden tay ee Ragatcrwedcaws 7.50 


GLASS CUTTERS 


doz. 


No. 024 Red Devil, $1.50 per 
Lenox, $1.50 per doz. 
MATTOCKS 
4 and 5 Ib. Short Cutter, $8.50 per 


doz.; 6 Ib. Long Cutter, $9.00 per doz. 


HAMES 


No. 61 Lone Star, $16.00 ner doz. 





pairs; No. 161 Lone Star, $12.50 per 
doz. pairs. 
LACE LEATHER 
% Rawhide .........-scccccoese 
% Rawhide ......-.cee. 
5 Rawhide .......ccccccccseess 
MOPS 
14 OZ. COTTON ....cceeeeeceecees 
18 OZ. COTTON ..cccecccecccccecs 
30 OZ. COTTON ....-cccccccesceces 
RAKES 
Per Doz 
12 Tine Bow Garden ........-- $9.00 
14 Tine Bow Garden .......... 10.20 
16 Tine Bow Garden .......... 10.75 
12 Tine Steel Garden .......... 5.40 
14 Tine Steel Garden .......... 5.85 
16 Tine Steel Garden .......... 6.50 
No. BRF-22 Broome Rakes.... 7.68 
ROPE (COTTON) 
20 to 26 cents per Ib. 36 ft. cut 


plow lines, 22 cents per pr. 
SCYTHES 
Kelly’s brier Edge weed and bush 
scythes, $13.50 per doz. 


STOVE PIPE 
Stove Pipe.—Smith multi-pipe, 29 
gage, polished in blue, 5 in., $12.25 
per 100 joints; 5% in. and 6 in., $13.00 
per 100 joints. 
Elbows. —5 in. piece, corrugated, 
$1.35 per doz.; § in. piece, corrugated, 
$1.50 per doz.; 7 in. piece, corrugated, 
$2.00 per doz. 


TINNERS’ SNIPS 


Each 
No. S-412 Crescent............ $1.00 
No. “R=412 Crescent. oc. casiccs 1.25 


TOOL GRINDERS 
Luther, No. 25, $3.25 each; Luther, 
No. 26, $4.00 each; Luther, No. 27, 
$5.00 each. 
TRAPS 


No. 0 Victor Game, $1.10 per doz.; 
No. 1 Victor Game, $1.38 per doz.; 


No. 1% Victor Game, $2.44 per doz.; 
No. 2 Victor Game, $3.36 per doz.; 
No. 3 Victor Game, $5.49 per doz. 
Mouse traps (Victor), 25c. per doz. 
Rat traps (Victor) 90c. per doz. 
STONES 

Each 
No. 333 Carborundum stones... $2.38 
No. 108 Carborundum stones... 1.17 
No. 112 Carborundum stones... .57 


Per Doz. 


No. 149 Carborundum stones... $2.00 


WHEELBARROWS 
No. 5 with wood tray, $3.00 each; 
No. 201-A with steel tray, $3.75 each; 
No. 4-S tubular tray, $6.00 each. 
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TWIN CITIES: 


(Minneapolis office of HARDWARE AGE) 
MINNEAPOLIS, Dec. 16. 
ITH the holiday shopping 
W xs buying at the crest, the 
retail stores in the larger 
centers seem as busy as any year. 
The stores are well filled with people, 
and buying is at its height. While 
the season is well advanced, at this 
writing the weather is still mild and 
clear, which acts as a deterrent on 
many lines of merchandise. There is 
a certain amount of buying for gift 
purposes of winter merchandise, but 
the actual buying for present needs 
is held down until colder and more 
stormy weather. In fact, it is pos- 
sible before this appears in print that 
our change to regular winter weather 
may have occurred, and with this 
change buying will be accelerated. 


WINTER SPORTS GOODS 


Winter sports goods are moving 
well, as the bulk of this trade at the 
holiday season is intended for gift 
purposes. Skates are selling freely, 
with stocks still in good condition. 
Jobbers are prepared to fill rush or- 
ders in this and other winter sports 
items, anticipating the usual volume 
of business for short orders from the 
retail trade. Tube skates, with shoes 
attached, continue to gain in popular- 
ity, and sales are in proportion. Even 
the smaller children request this type 
of equipment. 

Many of the cities and towns of the 
Northwest are planning a _ winter 
sports program, which brings with it 
additional revenue to the merchants. 
Municipal skating rinks are growing 
in popularity, and many of these are 
now open for use. 


WEATHER UNFAVORABLE 


With the milder weather there has 
been a decrease in the demand for 
anti-freeze solutions for automobile 
radiators and for other winter driv- 
ing accessories. This trade will re- 
sume as soon as the colder tempera- 
tures return, and dealers in this line 
are anticipating a good demand in 
the coming weeks. Glass has not kept 
up to usual volume of business this 
year because of the comparatively low 
building record. The sales of glass 
for replacement purposes has shown 
about the usual volume. Paints have 





AT A GLANCE 


Holiday shopping and buy- 
ing has reached its crest. 
Mild weather has acted as a 
deterrent to the movement of 
many seasonal lines. Winter 
weather would stimulate busi- 
ness materially. 

* * # 

Winter sports goods are 
moving well. Skates are sell- 
ing freely, with tube skates, 
having shoes attached gain- 
ing in popularity. Many cities 
in the Northwest are planning 
winter sports programs. 

* * & 

Many inquiries in this sec- 
tion elicits the information 
that it is expected that the 
general trend of business will 
be upward from now on. 
No further price revisions 
are expected until after Janu- 
ary first. 











shown a fairly good record, although 
somewhat behind a year ago. 


PROSPECTS BRIGHTER 


With the old year nearly gone and 
the new one just around the corner, 
the thoughts of business men are turn- 
ing to what the new year will bring. 
Many inquiries in this part of the 
country elicits the information that 
it is expected that the general trend 
of business will be steadily upward 
from now on. Many dealers feel that, 
with the close of the year’s business, 
results will show that they are not 
far behind the average year. In some 
cases their sales compare very favor- 
ably with last year. 

With the many civic and general 
business activities planned for the 
coming year in this part of the coun- 
try, there should be a steady gain 
in sales volume. Road building pro- 
grams are even larger than for the 
present year in Minnesota, and other 
surrounding States are planning on 
many miles of hard surfaced roads. 
Iowa has a comprehensive road- 
building program which will very ef- 
fectively boost that State “out of the 
mud” which was the bane of the 
traveler there in years past. North 


Dakota and South Dakota are pro- 


Holiday Shopping 
Winter Sports Goods Are Active 


Now at Crest 


jecting large road construction plans, 
and many of the plans will be fulfilled 
during the coming year. 


CONSTRUCTION 


Many public and business buildings 
are planned, and some of them are 
already under construction. Plans in 
architects’ offices show a wide range 
of activity. In the Twin Cities home 
building has been rather desultory 
the past year, and some improvement 
is looked for in 1931. 


OTHER REPORTS 


Reports from over the territory 
tributary to the Twin Cities seem to 
indicate that sales for December will 
probably show an increase over those 
of November, a usual condition, it 
is true, but one which is particularly 
desirable this year. Volumes of sta- 
tistics might be produced to prove 
that this section of the country is 
in good financial condition, but what 
everyone is now looking for, and 
many believe is almost here, is a 
steady improvement in business. 


COLLECTIONS 


Collections show little change in 
volume from those of the past few 
months. In the agricultural commu- 
nities there has been but little change 
in the attitude of the farmer in re- 
gard to selling the crops of the year. 
He is still awaiting better prices, 
wherever waiting is possible, before 
he sells. Livestock is moving to mar- 
ket at a steady rate, but much of it 
is being held for feeding and later 
sales purposes. This section of the 
country is particularly fortunate in 
most districts in having an abundance 
of feed supplies, and thousands of 
cattle have been shipped into the 
Dakotas and Minnesota for feeding 
and preparing for the market. 


PRICE SITUATION 


As stated last week, there will prob- 
ably be no further price changes to 
report this year. While there has 
been a change in the base price of 
steel, the jobbing houses will probably 
make no changes in commodities af- 
fected until after the first of the 
year, when inventories and general 
annual sales meetings are out of the 
way. 




















Kleanbore 
Hi-Speed 
Sensational 
New .22 Cartridge 


Remington has hit the bull’s-eye again. Not hollow point .22’s ever produced, and are de- 
since the introduction of Kleanbore itself signed for use in all high-grade rifles—except 
has there been such a remarkable improve- automatics—that are in good condition. 


ment in .22’s. All shooters who use a .22 rifle for killing 














These new Hi-Speed Hollow Points have pests and small game want these new Klean- 
increased velocity, longer range, and greater bore Hi-Speeds. Let them know you have 
shocking power. With greased lead bullets this latest development of Remington’s many 
they deliver a wallop never before attained years of research, and you can be certain 
by a .22 cartridge. Like all Kleanbores they they'll call for it. They’ll be amazed at the 
prevent rust, corrosion, pitting and leading increased power, and you'll be amazed at the 
inside the barrel. They are the most accurate way they’ll come back for more. 

The Greatest Value Ever Offered— xf 
The Remington Standard American PCG BLL 
Dollar Pocket Knife ; ps 
President 


REMINGTON ARMS COMPANY, Inc. 


Originators of Kleanbore Ammunition 
25 Broadway, New York City Telephone, Digby 4-0766 


Manufacturers of Arms, Ammunition, Cutlery and Cash Registers 


© 1930 R. A. Co. 
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CHICAG 


(Chicago office of HARDWARE AGE) 
CuHicaGo, Dec. 9. 


ESPITE the columns of nega- 
ID tive news in the papers, the 

pre-holiday trade in the hard- 
ware field has been consistently good 
and something very much like the 
normal Christmas rush is on. Gift 
merchandise has been moving out of 
the wholesale houses in a_ steady 
stream notwithstanding the obstacles 
which seem so formidable. At least 
this conclusion seems sound: The 
Christmas spirit in this country is 
unkillable. Evidence enough has been 
adduced to convince any skeptic. 


PROSPECTS GOOD 


Of course, a good deal of holiday 
water still has to go over the dam. 
It yet remains to be seen what suc- 
cess the retailers who have made buy- 
ing commitments are going to meet in 
selling all this merchandise to their 
customers. The early indications, at 
any rate, are such as to bolster hope. 
Shopping at the Chicago department 
stores has been heavy. Bargain-giv- 
ers and bargain-seekers are perhaps 
busier than they have been for many 
years. But the fact remains that 
many dollars are rolling out of their 
winter quarters into general circula- 
tion, lending strength to the likelihood 
that more will follow. 


MONEY CIRCULATING 


For some months the _ public’s 
spending muscles have become in- 
creasingly flabby; now, with this sea- 
sonal chance for healthy exercise, they 
may regain something approximating 
their normal functions. Certainly 
there is money to be spent. The bank 
figures prove that beyond question. 
Capital is the most reprehensible loaf- 
er in the lot today and if it cares 
much for its own safety and increase 
it would do well to launch into con- 
structive action. In general, big and 
little business men seem agreed on 
that point. Yet capital, in general, 
remains coy, being able to afford the 
luxury of keeping pretty much to it- 
self for an indefinite period which, 
nevertheless, has an end somewhere. 


COLLECTIONS 


Wholesale collections are undeni- 
ably tight. Incautious selling, as well 
as reluctant buying, have combined 
to complicate the situation. But care- 


fully organized wholesale and retail 
houses are weathering the storm in 
gallant fashion and only await sub- 
stantial encouragement to go ahead; 
it is believed that the holiday move- 
ment will have some such effect. Job- 
bers’ outstandings, for the greater 





AT A GLANCE 


Pre-holiday business h as 
been consistently good and a 
near normal Christmas rush 
has developed. From pres- 
ent indications, the holiday 
volume will be on a par with 
last year’s. 

* * # 


Wholesale collections are 
tight, but improvement is ex- 
pected. The toy trade has 
been better than many pre- 
dicted. Quality electric ap- 
pliances are in active demand. 
Pool tables and indoor golf 
games are also active. 

* % # 


Hunting goods are very ac- 
tive as there are more hunters 
than usual. Leading makers 
of furnace pipe and elbows 
have advanced prices. Wire 
cloth prices have been an- 
nounced for the coming sea- 
son. 











part, are comfortably within the safe- 
ty limit, one of the better results of 
reduced volume and prices and in- 
creased care in credit extension. 


ACTIVE CHRISTMAS LINES 


The toy trade is and has been good, 
much better than some had’predicted 
as late as September. Though Christ- 
mas goods on the whole have been 
bought by dealers to sell at relatively 
moderate prices, there is, notwith- 
standing this widely recognized ten- 
dency, another tendency to take a 
few chances on some of the higher 
priced items. Quality electric appli- 
ances, for instance, which for weeks 
have been sluggish, are now moving 
in ,more satisfactory volume. Pool 
tables and indoor golf games, to men- 
tion only two lines that command 
good prices, are also finding their way 
onto the retail sales floors. 


HUNTING GOODS 


At this season when ammunition 
volume is ordinarily small, business 
in that line continues brisk. For one 
thing, the number of hunters is much 
above normal; for another, hunting 
conditions have been good. The first 
snows brought a rush demand for 
rabbit shells and there has been a 
last-minute flurry on duck loads and 


Holiday Business Is Good— 
s Some Price Changes Effective 


big-game cartridges; some of the 
jobbing stocks have been unable to 
stand up straight under the buying 
attack, although the wholesale buyers 
have bought hard to fill the holes in 
their supply. One harbinger of retail 
trade to come is the good flow of 
fishing tackle orders for delivery 
next year. 


PRICE TREND 


Leading western makers of furnace 
pipe and elbows have advanced their 
prices nearly 20 per cent, thus ending 
the severe cut-price war that has 
raged among a few manufacturers in 
this field since early fall; the discount 
now stands at 60 per cent. It is con- 
sidered likely that figures for 1931 
on furnace pipe, stove pipe and el- 
bows will be higher than the average 
prices for the season just closing. 
Rubber-covered wire and brass sock- 
ets are stiffening. Manufacturers of 
electrical appliances are busy develop- 
ing the breadth of their lines; many 
new types of electric heaters and 
mixers are being introduced, as well 
as automatic percolators and waffle 
irons. 


SCREEN WIRE PRICES 


Early December brought an ad- 
vance of about 10 per cent on wire 
cloth; jobbing quotations here now 
run as follows: 12-mesh black, $1.70 
per 100 sq. ft.; 14-mesh galvanized, 
$2.15; 16-mesh galvanized, $2.50; 14- 
mesh copper, $4.95; 14-mesh bronze, 
$5.20. The pull of Christmas con- 
tinues to move tool chests, especially 
those moderately priced, in gratifying 
volume which is-expected to swell at 
the eleventh hour. Zero temperatures 
have stimulated butchering in the 
rural districts; also the movement of 
farm cutlery. Five-gallon lard cans 
are in good demand and the use and 
sale of kerosene heaters are increas- 
ing. 

OTHER ACTIVE LINES 


Stainless steel knives and forks 
with colored celluloid handles, offered 
the trade to resell at medium prices, 
are in high favor. Vacuum jug sets, 
especially the one-quart and one-pint 
bakelite numbers, are running up the 
volume of gift goods. Mantel-type 
radios—one model listing at $49.95, 
complete with tubes—are selling 
readily; in fact, demand for the model 
mentioned is somewhat ahead of the 
supply. Recent cold snaps have in- 
tensified the call for heaters, anti- 
freeze solutions, automobile robes, 
gloves and other winter merchandise. 
Electric egg beaters are now being 
introduced with orange-juicer attach- 
ments. 
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Only 


Quality N etting 


looks just right 


= appearance in either Hex 
or Straight Line Poultry Netting is a matter of 
Quality. Even meshes, uniform full gauged wires, 
bright, heavy looking galvanizing are all eye 
catchers but are characteristics of Quality Netting. 
Without any one of these features, netting is 
inferior. Clinton Poultry Netting is ..... and 
what you would expect of a quality netting. 


AMERICAN WirE F aprics CORPORATION 
Subsidiary of 

WickKwirkE SPENCER STEEL COMPANY 

41 East 42nd St., New York City 

Worcester Buffalo Chicago Cleveland Tulsa 


Pacific Coast Headquarters: San Francisco 
Branches and Warehouses: Los Angeles, Seattle, Portland 


NETTINGS 


Products for the Hardware Store: 


Poultry Netting Nails and Brads Wire Cloth Line 
Hardware Cloth Perfection Door Springs Window Screen Cloth 


. 
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CINCINNATI: 


chandise in this district has not improved over last month. Of course, 
a moderation in weather conditions has been responsible for some of 
the present slowness of business, particularly seasonal items, but consumers 


[) ceanaie: the nearness of the holiday period, demand for hardware mer- 


(Cincinnati office of HARDWARE AGE) 
CINCINNATI, Dec, 16. 


generally still appear to be apathetic toward entering the market. ss 


Holiday merchandise, while showing some improvement over the preceding 
demand, is not moving as briskly as would be anticipated at this time of the 
Dealers are buying only as they seem to have room for the merchandise 


year. 
and are not stocking too much. 


Retailers are feeling to a small extent the usual holiday stimulation of busi- 
ness, although it does not appear that the volume will be as great as a year 
ago. Lack of employment and the resulting diminution of funds is restricting 


retail consumer interest. 


Industrial employment generally has not improved during the last 30 days. 
With building curtailed by winter weather, there are a large number of work- 
In the manufacturing field the lack of 
demand for articles has forced a restriction of operations and, accordingly, a 
In fact, most plants here are operating on short time 
and using every device to retain as large a force as is compatible with good 


ers in this field without employment. 
reduction of payrolls. 


business. 


The credit situation is unchanged. Jobbers indicate that collections are still 


poor. 


PRICES QUOTED HEREWITH ARE JOBBERS’ QUOTATIONS TO 
RETAILERS, F.O.B. CINCINNATI. 


ANTENNA SUPPLIES 
; 100-foot coils, 41c.; 75-foot coils, 


c. 

Porcelain insulators, 2%c. 
Glass insulators, 5c. 
Lightning arresters, 17c. 
Ground rods, 30c. 


BUILDERS’ HARDWARE 


Sash Weights.—Sash weights, $1.90 
per 100. ry 

Inside Sets.— Square bevel inside 
sets in case lots, $3.75 per doz. 

Butts.—3%4 in. old copper and dull 
brass butts, 15c. per pair in case 
lots; sand blast, brass finished butts, 
19c. per pair in cast lots. 


ALCOHOL AND ANTI-FREEZE 


Denatured Alcohol.— 53 gallon 
drums, 50c. per gal.; 5 to 9 drum lots, 
49c. a gal.; 10 drum lots, 48c. a gal. 
Prices subject to charge of $6.00 for 
each drum, to be rebated upon re- 
turn of drum in good condition. 1 
gallon cans, 66c. a gal.; in case lots 
of 10 gallons, 65c. a gal.; in 10 case 
lots, 64c. a gal. 

Eveready Prestone.—In gallon lots, 
$3.80 a gal.; in case lots, $3.60 a gal. 


FIRE SHOVELS 


No. 80, 52c. each; No. 54, 75c. each; 
No. 56, 5c. 
Neverbreak, 16-in., $4.75. 


FLASHLIGHTS 


Tubular.—Two baby cell, 68c. each. 

Tubular.—Two regular cell, 68c. 
each. 

Miner Head Type.—Two baby cell, 
69c. each; two regular cell, 84c. each; 
three regular cell, $1.11 each. 

Spotlight.—Two cell, 84c. each. 

Searchlight.—Five cell, $2.92 each. 


FLASHLIGHT BATTERIES 
Baby or regular cell, $6.50 per hun- 
dred. 
ICE SKATES 
Winslow, No. 38, $1.60 a pair; No. 
38%, $1.50 a pair. 
LADDERS 


Extension, 20 foot, $5.75 each; 24 


foot, $7.00 each; 26 foot, $7.60 each; 


28 foot, $8.15 each; 30 foot, $8.75 
each; 32 foot, $9.35 each; 34 foot, 
$11.00 each; 36 foot, $11.60 each; 40 
foot, $13.00 each. 

Extension, with windlass, 28 foot, 
$9.35 each; 30 foot, $10.00 each; 32 
foot, $10.60 Saem: 34 foot, $12.25 each; 


36 foot, $13.00 each; 38 foot, $13.65 
each; 40 ek $14.35 each. 
LANTERNS 
Dietz line, Monarch $e. 0, $8.00 a 
0z.; Ruby Globe, 0.00 a_ doz.; 
Delite, $13.00 a doz.; Little Wizard, 
$8.50 a doz.; Little Giant, $11.00 a 


doz.; Blizzard. No. 2, $13.00 a doz. 


NAILS 


Common wire nails, $2.60 per keg. 


PAINT SUPPLIES 


Ready mixed house paints, $2.75 
per gal.; linseed oil, single barrels, 
$1.04 per gal.; turpentine, in 2 bar- 
rel lots, 48c. per gal.; white and red 
lead in 500 lb. kegs, 13%c. 
less 10 per cent. 


ROLLER SKATES 


Ball bearing, girls and juveniles, 


per Ib., 


$1.82 pair; boys, $1.41 pair; cheaper 
grade, 77c. pair. 
ROOFING 
K slate, 85-lb., $1.75; light, $1.00; 


medium, $1.35; heavy, $1.60. 
Competition grade, light, 85c.; me- 
dium, $1.00; heavy, $1.20. 
Rosin sheeting, $45.00 a ton. 


RADIO BATTERIES 


B batteries, No. 2308, $1.88 apiece; 
full units, $1.75 apiece. No. 10308, 
$2.81 apiece; full units, $2.63 apiece. 
No. 21308, $3. 20 apiece; full units, 
$2.97 apiece. 

C batteries, 30c.; 

A batteries, 40c.; 


RADIO TUBES 
NX 112A, $2.25; 


10 units, 28c. 
25 units, 35%4c. 


NX 171A, $2.25; 





Holiday Demand Is 
Weather Presents Adverse Factor 





Light — 


NX _ 281, $7.25. 
The prices are subject to discounts 
of 40 and 10 per cent. 


RUBBISH BURNERS 


No. 1, $8.00 a doz.; No. 2, $11.00 
a doz.; No. 3, $13.20 a doz. 


SCREWS 


Flat head bright screws, 50, 10, and 
10 off list; flat head blued screws, 50, 
10 and 5 off list; round head blued 
screws, 50 and 10 ‘off list; round head 
brass screws, 40 and 5 off list; bright 


wire goods, 85, 20 and 5 off list. 
SLEDS 
Fleetwing, No. 96, $12.85 a doz.; 
No. 100, $16.90 a doz.; No. 200, $18.40 
a doz.; No. 210, $22.40 a doz.; No. 220, 
$24.80 a do 


OZ. 
Flexible Flyers, 30 per cent off list. 


STOVE BOARDS 


Paper lined, 24 x 24, $7.00 a doz. 
Wood lined, 24 x 24, $11.65 a doz. 
Mahogany wood lined, 28 x 28, 
$16.00 a doz 

Walnut ned lined, 28 x 28, $16.00 
a doz. 


STOVE PIPE 


Security, blue, 28-gage, 6-in., $14.00 
per 100-joints; 26-gage, 6-in., $16.50 
~~ 100 joints; polished, 28 gage, 

-in. 2 $20.00 per 100 joints. 

Elb ows, blue, 28 gage, 6-in., $1.50 
a ig ; polished, 28 gage, 6-in., $2.25 
a doz. 


STEPLADDERS 


Best grade, 5 foot, $2.55 each; 6 
foot, $3.00 each; 7 foot, $3.55 each; 8 
foot, $4.05 each: 10 foot, $5.05 each; 
12 foot, $6.65 each. 

Competition grade, 3 foot, 5lc. 
each; 4 foot, 68c. each; 5 foot, 85c. 
each; 6 foot, $1.00 each; 7 foot, $1.55 
each; 8 foot, $1.75 each. 


TRELLIS WIRE 
22 in., $3.95 a 


VACUUM BOTTLES 


Competition, grade, 1 pint, 63c. 
each; 1 quart, $1.20 each. 

High a. iz pint, $1.00 each; 1 
-—e. $2.00 e 

Nickel Biv ce | pint, $1.75 each; 
1 quart, $2.50 each. 


VENTILATORS 
Diamond E, No. 02, $4.00 a doz.; 
No. 2, $4.80 a doz.; No. 3, $5.60 a 
doz.; No. 4, $6.80 a doz. 
Deflector, No. 87, $3.00 a doz.; No. 


117, $4.50 a doz. 
“Continental Wood Frame Cloth 


hundred feet. 


Ventilators’ — V-836, $2.00; V-923, 
$2.00; V-937, $2.20; V-949, $3.75; 
V-959, $4.40; V- 1537, $3.45; V-1549, 
$5.00 per doz., net. 

“Continental Frame Cloth 


Metal 
Ventilators’’—No. 833, $2.50; No. yf 
$2.80; No. 845, $3. 75; ’No. 1137, $3.4 
No. 1145, $4 40; No. 1437, $5.00; NO 
1445, $5.60 per doz., net. 

The company will allow actual 
freight up to 50c. per 100 lb. on ship- 
ments of six dozen or larger. 


WEATHERSTRIP 
Wood and rubber, No. 1, $17.00 per 


1000 feet; No. 1 14’, $19.00 per 1000 
feet; No. 2, $24.00 per 1000 feet; 
No. 4, $13. 50 per 1000 feet; No. 7, 


$40.25 per 1000 feet. 

Wood and felt, No. 70 and me 
$18.00 per 1000 feet; No. 71%, $25 
aod 1000 feet; No. 75, $41.25 per T300 
eet. 

Nu Strip, $16.50 per 1000 feet. 

Dust Strip, $28.00 per 1000 feet. 
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Anticipate 


the 


Farmer's 
fence 


requirements 








cul- 


A hinge-joint, 
stay Standard Field 
Fence 


by stocking Cambria lla 





Above: S a 
lsethlehem omers "0" 
Steel Fence Fence ; 

osts, 5 
Angle and Tee With Wire 
Sections Clips 





Soon the farmer will be ready to buy 
fence to meet his requirements for the 
coming year. Naturally, he will want 
fence that gives him long economical 
service, that offers assured protection to 


his livestock and crops, and that he can 


buy directly from your stock. 


Anticipate his requirements by stocking 
Cambria Fence! This fence affords de- 
pendable protection to valuable livestock 
and crops, and retains its serviceability 
through the years. 


Cambria Fence is a Bethlehem product. 
It is a woven-wire, hinge-joint, cut-stay, 
field fence. Full-gauge wire is used in its 
manufacture. The wire has a heavy zinc 
coating which does not crack, flake or 
peel. The fence can be tightly stretched 
and still retains its shape because the 
Flexo Joint and the Tension Curve give it 
resilience, strength and flexibility. 


There is a design, gauge, and style of 
Cambria Fence for every farm use. Write 
for complete information, and literature. 


Bethlehem Sell Bethlehem Steel Fence Posts, BETHLEHEM STEEL COMPANY 
Self-Fastener and Punched Types in General Offices: Bethlehem, Pa. 
Steel Fence Posts Angle and Tee Sections, and Studded 
sey? ne ith ire District Offices: New York, Boston, Phila 
and Studded Omega U Fence Posts, fees ee delphia, Baltimore, Washington, Atlanta, 
clips. These posts greatly simplify the Pittsburgh, Buffalo, Cleveland, Detroit, 
Omega “yy” erection of the fence. They are made of Cincinnati, Chicago, St. Louis 
high-carbon rail steel. All three types 
& in a f both soir Pacific Coast Distributor: Pacific Coast 
Fence Posts may use or ot temporary an Steel Corporation, San Francisco, Los 
permanent fence construction. Bethlehem Angeles, Portland, Seattle, Honolulu 
Steel Posts are made at Johnstown, Pa., , ca al P : 
_ 661199 jxport Distributor: Bethlehem Steel Ex- 
while Studded Omega U Posts ate: Pre- port Corporation, 25 Broadway, New York 


duced at our Danville, Pa., works. 


BETHLEHEM 


City 





66 HARDWARE AGE for DECEMBER 18, 1930 





Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Hotel Marion, Little Rock, May, 1931; exact dates 
to be decided later. L. P. Biggs, secretary, 815 Southern 
Trust Building, Little Rock. ; 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, San Francisco, February 17, 18, 
19, 1931. LeRoy Smith, secretary, 112 Market St., San 
Francisco. 

CAROLINAS HARDWARE ASSOCIATION CONVENTION, 
Greensboro, N. C., June 9, 10, 11, 1931. Arthur 
R. Craig, secretary, 804-806 Commercial Bank Building, 
Charlotte, N. C. . 

CONNECTICUT HARDWARE ASSOCIATION CONVENTION, 
February, 1931; date and place to be decided later. 
Chas. R. Freeman, secretary, Branford. 

IDAHO RETAIL HARDWARE AND IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Boise, Jan. 27, 28, 29, 1931. 
Headquarters, Owhyee Hotel. E. E. Lucas, secretary, 
Hutton Building, Spokane, Wash. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Hotel Sherman, Chicago, Feb. 10, 11, 
12, 1931. Paul M. Mulliken, Managing Director, 14-16 
North Spring St., Elgin. R. Y. Wallace, Director of 
Exhibits, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Manufacturers’ Building at the 
Indiana State Fair Grounds, Indianapolis, Jan. 27, 28, 
29, 30, 1931. Hotel headquarters, Claypool Hotel. G. F. 
Sheely, secretary, 911 Meyer-Kiser Bank Building, 
Indianapolis. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Des Moines, Feb. 10, 11, 12, 13, 1931. 
Convention sessions at the Hotel Savery; Hardware Ex- 
hibition at Des Moines Coliseum. A. R. Sale, secretary, 
Hardware Building, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBIT, Brown Hotel, Louisville, 
Jan. 20, 21, 22, 28, 1931. J. M. Stone, secretary- 
treasurer, Room 308, Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Grand Rapids, Feb. 3, 4, 5, 6, 
1931. Headquarters, Hotel Pantlind. Exhibition at 
Waters-Klingman Exhibition Building. A. J. Scott, 
secretary, Marine City. Karl S. Judson, Exhibit Man- 
ager, 248 Morris Ave., Grand Rapids. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Feb. 17, 18, 19, 20, 1931; Municipal Auditorium, 
Minneapolis. Charles H. Casey, manager-treasurer, 
2344 Nicollet Ave., Minneapolis. 

MISSISSIPPI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Buena Vista Hotel, Biloxi, June 15, 16, 17, 1931. 
Guy Nason, secretary, Starkville. 

MissouRI RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, New Jefferson Hotel, St. Louis, 
Feb. 24, 25, 26, 1981. F. X. Becherer, secretary, 5106 


North Broadway, St. Louis. 

MONTANA IMPLEMENT AND HARDWARE ASSOCIATION 
CONVENTION, Great Falls, Mont., Feb. 12, 18, 14, 1931 
A. C. Talmage, secretary-treasurer, Bozeman. 


MOUNTAIN STATES HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Denver, Colo., Jan. 19, 20, 21, 
1931. John T. Bartlett, secretary, 2005 Mapleton Ave., 
Boulder, Colo. 

NATIONAL ELECTRIC LIGHT ASSOCIATION CONVENTION 
AND EXHIBITION, Atlantic City Auditorium and Con- 
vention Hall, Atlantic City, N. J., June 8, 9, 10, 11, 12, 
1931. A. Jackson Marshall, secretary, 420 Lexington 
Ave., New York City. 

NATIONAL HOUSE FURNISHING MANUFACTURERS’ ASSO- 
CIATION EXHIBITION, Stevens Hotel, Chicago, IIl., Jan. 
11-17, 1931. Warren Edwards, secretary, 308 West 
Washington St., Chicago, II. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, University Coliseum, Lincoln, 
Jan. 27, 28, 29, 30, 1931. Headquarters, Lincoln Hotel. 
Geo. H. Dietz, secretary, 414-419 Little Building, 
Lincoln. 

NEW ENGLAND RETAIL HARDWARE DEALERS ASSO- 
CIATION CONVENTION AND EXHIBITION, Boston, Feb. 
25, 26 and 27, 1931. Convention at Paul Revere Hall, 
Exhibition at Mechanics Building. George A. Fiel, 
secretary, 80 Federal St., Boston, Mass. 

NEw YorK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Rochester, Feb. 17, 18, 
19, 20, 1931. Headquarters, Hotel Seneca. Sessions 
and Exposition at Edgerton Park, John B. Foley, sec- 
retary, 510 Hills Building, Syracuse. Martin Van 
Dussen, Manager of Exposition, 286 North St., Roches- 
ter. 

NoRTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Minot, Feb. 10, 11, 12, 1981. 
C. N. Barnes, secretary, Grand Forks. 

OHIO HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Cleveland, Feb. 17, 18, 19, 20, 1981. Head- 
quarters, Hotel Cleveland. Exhibition in Public Audi- 
torium Annex. James B. Carson, secretary, 708 Mutual 
Home Building, Dayton. 

QKLAHOMA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Masonic Temple, Oklahoma City, Jan. 27, 28, 29, 
1931. Charles F. Nelson, secretary, 207-208 Bloom- 
field Building, Oklahoma City. 

OREGON RETAIL HARDWARE & IMPLEMENT DEALERS’ 
ASSOCIATION CONVENTION, Portland, Feb. 10, 11, 12, 
1981. Headquarters Multnomah Hotel. E. E. Lucas, 
secretary, Hutton Building, Spokane, Wash. 

PACIFIC NORTHWEST HARDWARE & IMPLEMENT ASSO- 
CIATION CONVENTION, Spokane, Wash., Feb. 4, 5, 6, 1981. 
Headquarters Davenport Hotel. E. E. Lucas, secre- 
tary, Hutton Building, Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Com- 
mercial Museum, Philadelphia, Feb. 10, 11, 12, 18, 1981. 
W. Glenn Pearce, secretary-treasurer, 610 Wesley 
Building, Philadelphia. 

SOUTHERN CALIFORNIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Feb. 24, 25, 26, 1931, 
Ambassador Hotel Auditorium, Los Angeles. J. V. 
Guilfoyle, secretary, 420 E. 8th St., Los Angeles. 

(Continued on page 74) 
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Send us your future orders for winter shipment. 
Will give spring dating. Get part sold before you pay the bill. 


Write for Booklet 


We Pay Freight 


W. W. BABCOCK CO., Bath, New York 








The Name That Sells 


VENTILATORS 


When you sell people on a name it is 
easy to sell them on a New Product 
that bears that name. - 





For nearly 30 years the name Con- 
tinental has sold screens and ventila- 
tors for hundreds of dealers. 


The new DEFLEKTAIR—Metal Center—Ventilator, is now meeting with a large demand. 


Have you a good stock of them? December, 
months of the y 


January and February are the best selling 


DEFLEKTAIRS — Bractical, admit ample fresh air, keep out drafts, rain and snow. 


Sold at popular pr 


CONTINENTAL JOBBERS CAN SHIP PROMPTLY FROM THEIR STOCK. 


‘Deflektair 


WINDOW VENTILATORS 


CONTINENTAL SCREEN COMPANY =- 


DETROIT 
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—a trade mark 
associated with 


QUALITY 


for over 30 years 


American Swiss products 
are made for mechanics who 
can tell a good tool and 
whose daily work demands 
the best. 


Discriminating mechanics 
have been users of American 
Swiss Files of Precision for 
over 30 years and American 
Swiss Mechanics’ Hand Tools 
for over 3 years. They find 
in the tools the same quality 
workmanship that has made 
the files nationally known 
and used. 


There is a wealth of qual- 
ity associated with American 
Swiss. You will find it profit- 
able to sell American Swiss 
Tools. They are made in a 
distinct and separate depart- 
ment from the files. Com- 
plete catalog on request. 


American Swiss File & Tool Co. 
400 Trumbull St. Elizabeth, N. J. 


ara 





presse 


MECHANICS’ HAND 


TOOLS 


also manufacturers of 


AMERICAN SWISS 


PRECISION FILES 
. choice of dis- 


criminating me- 
chanics for over 
30 years 





Hundreds of Paint Sales Were Created 


By This window 


Our guide was painted on a 
large piece of wall board, 4 ft. 
high and 3% ft. wide, having a 
brilliant blue border, which con- 
trasted with the white background 
of the sign. Across the top, in 
bold letters, were the ‘words: 
“FLATO’S PAINTING GUIDE.” 
Underneath this the following sub- 
headlines appeared: “You Can 
Do That Paint Job Easily and 
Quickly With These Modern 
Paints for Every Purpose.” Listed 
below, in attractive red letters 
were the headings and under each 
heading were listed the particular 
paint or paints that we recom- 
mend for each specific purpose. 
These are the headings that we 
finally decided to use for the 
guide: 


For Furniture. 

For Automobiles. 

For Floors & Linoleum. 

For Outside Buildings (Houses, 
Porches, Garages). 

For Interior Woodwork. 

For Radiators. 

For Ceilings. 

For Walls. 

For Stoves and Iron Work. 

For Removing Paint and Var- 
nish. 

For Cleaning Painted Surfaces. 


Under each of the above head- 
ings were listed from two to five 
suitable products. These will, of 
course, depend upon what items 
the dealer has in stock that are 
suitable for each purpose. At the 
bottom of the guide we used our 
slogan: “Ask Us How To Do That 
Paint Job.” With two floodlights 
playing upon it, this huge color- 
ful sign or guide made a mighty 
impressive looking center attrac- 
tion in our window. Hundreds of 
paint sales were the direct result 
of this guide and hundreds more 
are in prospect. 

Hardly of less importance was 
the stocky trim of paint items ar- 
ranged around the large painting 
guide. Directly in front of the 
sign was a display of our popular 
4-hour enamel, featuring four 
miniature pieces of furniture, fin- 
ished in different color combina- 
tions. 


(Continued from page 39) 


Shellac, varnish, stove enamel, 
bronzes and other paints were 
each given a limited amount of 
space, on glass shelves, making a 
separate unit display. With every 
unit a 7 x 11-in. descriptive show- 
card was used, on which, the price 
appeared in most instances. Across 
each show card was a red stripe 
on which was lettered: “Paint 
Up Now.” Occasionally we like 
to use a catch-phrase like this on 
every show card used in the dis- 
play. It seems to add a lively uni- 
fied appearance to the display and 
with other things, induces our cus- 
tomers to remark: “This fellow 
Flato is on his toes every minute. 
Competition doesn’t seem to bother 
him very much.” 








Columbian Rope Calendar 


Columbian Rope Co., Auburn, N. Y., 
has issued this calendar for 1931 show- 
ing the ship “A. J. Fuller,” in keeping 
with perpetuation of the memory of the 
old sailing ships in the series of Co- 
lumbian calendars. Charles R. Patter- 
son painted this picture. The descriptive 
sheet inclosed with the calendar gives the 
history of the ship, which sailed the seas 
for 37 years, being sunk as the result of 
a collision with a steamship in Puget 
Sound in 1918. 
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lf Your Paint Department Is Located 


In the Rear (Continued from page 43) 


charge of the hardware and house- 
furnishing departments in this 
store, and the day before the open- 
ing we talked for sometime about 
store management, width of aisles, 
customer circulation, lighting and 
many other angles of retail mer- 
chandising. My friends asked me 
if I had any suggestions to make, 
and I must admit they did a very 
fine job and expressed that view. 
‘Well,’ said one of my friends, ‘we 
are all ready to go. All they will 
have to do is to unlock those main 
doors tomorrow morning and we 
will be on our way.’ At this junc- 
ture in our conversation, the store 
arrangement expert arrived at the 
store, viewed the arrangement and 
displays, passed compliments to 
the boys in charge and continued 
to make his final inspection. Over 


é 


in a rear corner in front of the 
steel goods section he stopped 
suddenly, called to the man in 
charge and said: ‘Back in there, 
behind those spades, I found some 
dust. Will you see that it is dusted 
and thoroughly cleaned.’ 

“Their success has been rapid, 
not because of price or salesman- 
ship, but simply because their 
stores are well arranged, well 
lighted and immaculate. I would 
suggest that the hardware mer- 
chant of today, if he has not al- 
ready done so, make it a point to 
visit the modern stores being es- 
tablished throughout the country 
as a wealth of valuable informa- 
tion can be gleaned from such an 
inspection, especially from close- 
ly observing an up-to-date paint 
department.” 





By Nelson 
Harding 


























Now's the time to get the jobs done— 
Things you've not the time to do. 
It will cost less now than later 
And give work to others, too. 


¢ 





” There is labor for the asking 
That will get repairing done. 

Saw and hammer, rake and — brush 
All await some n 


Courtesy New York World 





| 





More than 
1.000.000 tool 
users a month 





see Maydole ad- 
vertising ... It 
works for you, 
creates demand 
and makes your 


‘selling easier. 


You’ll sell more hammers if you 

display and recommend Maydoles. 

Your jobber can supply you with 

standard assortments or the styles 
and weights you need. 


Write for a free supply of Pocket 
Handbooks 23 “C” 


aueote 


The David Maydole Hammer Co. Norwich N¥ 
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Keep in Display! 
Carton of four 
Eveready Ray- 
theon B-H Tubes. 





REMIND CUSTOMERS! 


OF EVEREADY 
RAYTHEON B-H 


TUBES FOR “B” ELIMINATORS 


TELL CUSTOMERS what a marvelous im- 
provement in reception a new B-H rectifying 
tube will make. You have no idea how great 
your local market for replacement is until you 
systematically begin to cultivate it. 

Most “B” power units are designed for the 
B-H tube .. . the original gaseous rectifying 
tube. Millions of these units have been sold 
in the past few years. 

Eveready Raytheon B-H Tubes are their 
own best salesmen—get one in a unit, it does 
the rest! 

They come in handy four-tube cartons. 
Always have a full carton on display! Increase 
your replacement business. 

. * * 
The Eveready Hour, radio’s oldest commercial 
feature, is broadcast every Tuesday evening at 
nine (New York time) from WEAF over a 
nation-wide N. B. C. network of 27 stations. 


NATIONAL CARBON COMPANY, INC. 
General Offices: New York, N. Y. 
Branches: Chicago Kansas City 
New York San Francisco 


Unit of Union Carbide ICE) and Carbon Corporation 


“EVEREADY 


RAYTHEON 


Trade-marks 








Almost 75% of Wilder’s Customers 
Are Women 
(Continued from page 31) 


into the hardware picture. And if a man make suc- 
cess out of his store-keeping efforts he has got to 
right-about-face, put his store in order to please the 
feminine eye, he has got to put more price cards out 
in the open, he has got to dress his windows differently 
and he has got to have clerks who know how to ‘get 
along’ with women’s trade! 

“We have two entrances. Between these wide doors, 
on the outside, we always display an electric washing 
machine. This display of but a single item assists the 
regular window displays in doing their work. It helps 
to lead customers INSIDE. Immediately inside, we 
generally have another washing machine to further at- 
tract the customer. This is the plumb center of the 
store close by a portion of the smaller electrical de- 
partment. 

“As the woman walks around the store, going to the 
right she sees electrical refrigerators, radios, small 
hardware tools, tricycles, cutlery, bargain dishes, odds 
and ends, housewares, bathroom fixtures, paints, vacuum 
sweepers, sporting goods and so on. Our plan has the 
larger electrical items, or specialties, in the front of 
the store, with the housewares in the center and rear. 
The way we have our deparments laid out makes it 
impossible for the average woman to enter our store 
without actually making the entire rounds of our mer- 
chandise sections.” 

Wilder’s maintain a “bargain counter” in kitchen- 
ware at all times. This counter is in the center, rear 
of the store and makes up a large portion of an entire 
square. It is mighty popular with thrifty housewives 
and leads to bigger and better purchases throughout 
the store. One of the accompanying photographs shows 
a customer shopping at leisure. The “bargain counter” 
lets women do what they want to do—“shop” alone, 
and select just what suits their fancy. Notice the two 
latge placards that plainly state the price of the items. 
Wilder doesn’t believe in too many price cards. He 
provides “just enough” so that customers know the 
prices and yet not make the whole proposition too much 
of a “price” feature. 

Another photo shows a distinctly man’s section, yet 
containing interest for women. Notice the tricycles on 
the ledge under the small tools. They are uncrowded 
and their position, all going in one direction, suggests 
motion. To many hardware men, we feel, display many 
items in haphazard fashion, making it impossible for 
customers to “try out” their prospective purchases. 
Wilder has the right idea in not overcrowding things. 

His paint department is especially interesting to 
women. It is clean and neat and orderly to a marked 
degree. Note in the photograph the suggestive brush 
section. Wilder maintains a large brush counter. Each 
brush has its own compartment and each compartment 
plainly marked for price. Then to the right of his 
brushes, Wilder pyramids odds and ends that will ap- 
peal to the woman desirous of making her home a 
brighter place in which to live and rear her children. 

(Continued on page 72) 
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Dependable Line | 
for Hardware Dealers 


For many years dealers have stocked 
and sold Corbin Extruded Metal Pad- 
locks. Their worth is proven by their 
consistent satisfactory performances at 
all times and under all conditions. 


Corbin Extruded Metal Padlocks are 
known the world over for security, 
strength, durability and correct design. 
That is why progressive hardware deal- 
ers are concentrating on this one de- 


pendable line. 


i Ask your jobber or write us direct. 























Corbin Cabinet Lock Company 


THE AMERICAN HARDWARE CORPORATION SUCCESSOR 
New Britain, Conn.,U.SA. 


NEW YORK CHICAGO PHILADELPHIA 
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the life of any structure 


GRIFFIN HINGES 


prove worthy of the im- 
portant part they play 


in daily service. 


(GRIFFIN 


nufacturing Company 


ERIE, PENNSYLVANIA 
LY, ae OW Le. © Ons Wn OB 2S Om oS 


Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 76 BATTERYMARCH 
CHICAGO: 555 W. RANDOLPH ST. SAN FRANCISCO: 703 Market St. 
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Dry batteries — radio, ignition, telephone, flash- 
light, lantern—that exceed the requirements 
imposed by U. S. Government specifications. 


TUBES 


Sturdy radiotubesthatare actually, provablybet- 
ter—that make the best program a little better. 


FLASHLIGHTS 


Flashlights in a wide range of styles and sizes, 
including the Rotomatic line, with the Roto- 
matic Switch—like the safety on a firearm. 











FRENCH BATTERY COMPANY 
Factory: MADISON, WISCONSIN 
General Sales Office: 20 North Wacker Drive, Chicago 











A startling low price on a blotorch that bears the 
Turner name. 


Yes, the No. 30 is “Profit Priced for you.” It is the 
blotorch that is bought by non professional mechanics, 
by home owners and by farmers. It is the tool that 
comes in so handy in the amateur workshop, where the 
application of heat is quite frequently desirable. 


The No. 30 is a wonderful piece of workmanship. 
It is sturdily built and contains a patented parachute 
principle pump, with automatic lubricator, that delivers 
ample pressure to a single needle, special composition 
bronze burner producing 1700 degrees of heat. It burns 
ordinary motor fuel and generates quickly, operating 
in any position. 

Ask your jobber or write for prices. 
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Almost 75% of Wilder’s 
Customers Are Women 


(Continued from page 70) 


There is wax, polish and other items, all laid out right 
under the shopper’s hand. It is easy for Wilder to sell. 
Women can’t resist buying when things are so sug- 
gestive and so convenient. 

The second picture shows Fred Gatke, a man of long 
hardware experience selling a tennis racket to the 
young lady who previously was shopping at the “bar- 
gain counted.” Note the orderliness of things, a fea- 
ture upon which Mr. Wilder insists. There is the plain 
counter separating salesman and customer. It con- 
tains only such items as will help sell this woman a 
tennis racket. The tennis balls, the catalog, and a 
washer leaflet to hand the customer after the sale is 
made. 

“In sélling’ a customer we make it a distinct point 
to let her see and know what she is receiving,” says 
Mr. Wilder. “We explain the construction of mer- 
chandise and tell just what the item will do. We com- 
pare one item with another and then let the woman 
decide for herself. This—letting women do their own 
selling—is the essence of hardware merchandising 
today !” 





Union Chest and 
Cabinet, Utility 
Chest U-14 


Union Chest. & Cabinet 
Corp., Rochester, N. Y., 
makes U-14 utility chest 
with automatic cantilever 
tray. The chest, which 
is of steel has matched 
hardware. It measures 
14 x 6% x 6 inches. 
Finistvis hard baked olive 
green enamel. Chest is 
brass plated throughout 
and is constructed of 
heavy gage cold rolled 
steel with electric weiaed seams. It is equipped with two bolt catches 
and lock with one key. Paneled ends, sides, top and bottom, are a fea- 
ture of this chest, which weighs 334 Ib. Shipping weight is 52 Ib. per 
carton of 12 chests. Suggested retail selling price is $1.25. 





Par-Links Golf Game 


Superior Home Golf Co., 
3132 W. 5lst St., Chi- 
cago, Ill, offers a parlor 
golf links, known as Par- 
Links. Set includes five 
greens and one hazard 
or tunnel, made of sturdy 
sheet steel, non-cor- 


ies GOLF LINKS 
rosive and rust-resisting 
Greens are made that 


eer 
nine different holes can 


be played in even a small room. Shipping weight is 12 Ib. per set, 
packed in carton, 19 x 25 x 9 inches. Greens are colored in orange 
and green. With each set complete set of directions is given, including 
chart showing layout for the game and rules of the game 
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a 
m\/end for this 
iy FOLDER 


HIS folder illustrates and de- 

scribes the new line of Wall 
Dreadnaught Blow Torches and 
Furnaces in a variety of low- 
priced sturdily constructed types 
Dealers already handling this new 
line enthusiastically endorse these 
Wall products as real profit 
bringers. 






“Service with Safety” 


HIS new line of Wall Dreadnaught 

products is built to meet the de- 
mand for “Service with Safety” at a 
low selling price. Welded bottoms, all 
connections brazed, factory tested be- 
fore shipment and warranted to give 
complete satisfaction under every con- 
dition of service. Write for descriptive 
folder today—add this new line to your 
list of money makers. 





P. Wall Mfg. Supply Company - Pittsburgh, Pa. 


DREADNAUGHT 


"Service with Safety’ 


BLOW TORCHES . . - FURNACES 
AND OILERS 





SINCE 











1864 
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AN ECONOMICAL GIANT 


KIMBALL 
ELEVATORS 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. ) 





Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 
require. 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
5AA 




















































The Wolves of Lenox— 
How their name spread the width 
and breadth of land. In a fear- 
some chorus of barks and sav- 
agely snapping jaws they broke 
from the Highland forests of old 
Scotland and rushed with the 
speed of the wind down thru 
pastured flocks. Nothing stood 
before that super strength, speed 
and clean cutting teeth — when 
the wolves of Lenox were on the 
job! 


Insures Greater 
Hack Saw Profits! 


Popularity that has 
spread to every corner 
of the land—a demand 
for “the tools in the 
plaid box’—from shops 
and men to whom hack 
saw blades of super- 
strong, quick cutting 
and long lasting qualities 
are essential. 
Stock up on Wolves of 
Lenox. Watch your prof- 
its shoot up too. Our 
special sales plan_ will 
help you get these blades 
started in your territory. 
Write for particulars to- 
day. 
The tools in the Plaid box 


American Saw & 
Mfg. Co. 
Springfield 
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Even so smali a 
thing as a tack 


Atlas Tacks...small in stature 
.-.can be of large importance 


to you. 


Clean cut, sharp, serviceable 
items ...they give satisfaction 


to all classes of consumers. 


Your jobber has a complete 
line... in quality and price 
range. It will pay you to ask 


for them by name. 


ATLAS TACK 
CORPORATION 


FAIRHAVEN, MASS. . . ST. LOUIS, MO, 


OCL6 LO kLEE EO he ANNNNNYNSNNS 
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INDIAN 






These famous Shovels 
made in Newcastle, 
Indiana, are noted for 
their extra tough steel and 
wonderful service. 


They give genuine satisfac- 
tion to users and. build 
permanent trade for deal- 
ers. 


Ask Your Jobber 


Dise Co. 


Successor to 


The Indiana Rolling Mill Co. 
Newcastle, Indiana 


ree 
— 


pNX 
SHOVELS 





== The Ingersoll Steel & Zz =a 





Coming Conventions 


(Continued from page 66) 


SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, Atlanta, Ga., 
May 12, 13, 14, 1931. Walter Harlan, secretary- 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 


SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, New Auditorium, Rapid City, Feb. 3, 4, 5 
1931. Heddquarters, Alex Johnson Hotel. Charles H. 


Casey, manager and treasurer, 2344 Nicollet Ave., 
Minneapolis, Minn. 


TEXAS HARDWARE AND IMPLEMENT ASSOCIATION CON- 
VENTION, Baker Hotel, Dallas, Jan. 20, 21, 22, 1931. Dan 
Scoates, secretary, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Richmond, Feb. 24, 25, 26, 1931. 
Thos. B. Howell, secretary, 802 Broad St., Richmond. 


WEST ‘VIRGINIA HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Charleston, Jan. 20, 21, 22, 19381. 
Headquarters, Daniel Boone Hotel. Exhibition in the 
Armory Building. James B. Carson, secretary, 708 
Mutual Home Building, Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND HARDWARE ASSO- 
CIATION CONVENTION, Kansas City, Mo., Jan. 20, 21, 22, 
1931. Headquarters, Hotel President. Sessions in Mis- 
souri Theater. H. J. Hodge, secretary, Abilene, Kan. 








Standard 
of the 
industry for 
76 years 


Better bolts, 
nuts, screws, 
and rivets are 
not made at 
any price. They 
lead the field 
when it comes 
to quality. 


Dealers, here's 
your chance to 
handle a quality 
product that is 
popularly priced 
and one that will 
net you a handsome 
profit. 


Shall we send you our 
prices? 


| cuambusdurt 


Studebaker Ave. 
Milldale, Conn. 





Western Hardware Show in connection. Louis W. 
Shouse, secretary, Convention Hall. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Milwaukee Auditorium, Milwau- 


kee, Feb. 3, 4, 5, 6, 1931. B. Christianson, secretary, 
Stevens Point. 


Looking for Lower Retail Prices? 


CONOMISTS and other observers of price trends 
derive some encouragement from the fact that the 
downward movement of wholesale commodity prices 
has apparently been halted and may, in fact, soon turn 


upward, although other business indexes are still point- 
ing downward. 


A business recovery usually makes its start from a 
low level of prices and is accelerated by a rising trend 
of prices. There is commonly a lag between the mark- 
ing down of wholesale prices and declines in retail 
prices. As business improvement depends to a consid- 
erable extent on the volume of retail trade, there is now 
frequent comment that a buying movement of goods 
sold over the retail counters might be brought about if 
retailers were to pass along to their customers the re- 
ductions that have occurred in wholesale prices. 

The Irving Trust Co. of New York, in its review of 
business, states that “it would seem inevitable that re- 

tail prices must recede considerably in order to be in 

line with the new environment.” 

Retail sales are being stimulated by an almost un- 

precedented volume of daily newspaper advertising, by 
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“buy now” propaganda in various cities and by the 
familiar device of putting out “bargains.” The impres- 
sion widely prevails, however, that, except for some 
food products, retail prices are not materially lower on 
most of the necessities. 


Aided by seasonal demands and the Christmas trade, 
retail business is commonly at its peak in October, 
November and December. Department store sales in 
October in 521 institutions dropped only 8 per cent from 
those of the same month last year, while the decline for 
10 months was only 7 per cent. In the face of such a 
moderate falling off in their trade, it is, perhaps, nat- 
ural that the large retailers are slow to respond to the 
lower price level in commodity markets. Not before 
January probably will retail prices show the expected 
adjustment.—The Iron Age. 


Sixteen Ways to Trace the Skipping 


Debtor 


EW debtors, who move without paying money owed, 
are successful in completely covering their trails. 

Sixteen methods of tracing these dead-beats are listed 
below. All have been used successfully by an alert re- 
tail merchant. 

Send a telegram to the debtor’s last known address, 
and note the report made by the telegraph company. 

Try the gas, electric, and telephone companies for 
change of address, credit ‘records and references; 

Find out if the debtor belonged to a lodge or club; 

Investigate the State records of automobile owners’ 
and driver’s licenses; 

Endeavor to locate records of other property owned 
in the city; 

Check the chattel mortgages recorded, and confer 
with other creditors; 

Follow the clues presented by the movements of other 
members of the family; 

Inquire at the nearest school regarding the children, 
if any, and their change of address; 

Secure former addresses from old directories and 
question those in the vicinity; 

Interview the local postman and other postal authori- 
ties for possible forwarding addresses for mail; 

Try to find what trucking company moved the furni- 
ture, and what its records show; 

Make investigation at places where the debtor was 
formerly employed ; 

Inquire of railroads and other transportation compa- 
nies; 

Inquire at the church to which the debtor’s family 
belonged; 

Try the expedient of sending a dummy express pack- 
age, and watch the report made; 

Secure all data available through the telephone com- 
pany.—Tire Topics. 











Style B 


CAROLUS CUTTERS 


The Style B is the regular Bolt Cutter with the added 
End Cut making a 2 in 1 Tool. Carolus also offers Style N, 
Straight and End Cut with Nut Splitter. Steel Plates hold 
Jaws rigid. Made in SIX SIZES and THREE STYLES. 
Buy the Best. These Tools are Time Savers. 

If your jobber cannot supply you, write us direct for Litera- 
ture and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 
Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 

















TRIANGLE, 
POINTS 


In handy packages 





No. 










20 for counter trade. 
12,% Ib. Sizes 00 to 4 inclus- 
boxes, ive. Pure zinc or 
‘ zine coated 
retail 5c stock. Big = 
ea. 8 - 1 o 8. 
rofit- : 
able plaz; 
No. 21—12, ; oh 







Rr 


Y |b. boxes, 
retail 10c ea. 


Driving tool in every 
Se and 10c package. 





‘Landon P. Smith, Inc.| °°" 


means glass 


1165 Springfield Avenue Irvington, N. J.) surance. 














Leverage 
The B. & C. Adjustable “S” Wrench affords ample 


leverage even in awkward positions. Can be used 
in places other wrenches can neither reach nor work. 
A favorite with motorists. Ask your jobber. 


BEMIS &-CALL CO. 
MARK Springfield Mass. 

























Sales building features 
backed up by prices. A 


real turnover line. : o/ ha; 
rubbish “*ne,, 


Write for cata- 
log and new 
Cag burners 4. 4x 
ore | Canning “oe (% 
Crs racks = SQ% 


wire baskets % 


UNION STEEL PRODUCTS CO. 


ALBION, MICHIGAN 
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CORBIN 


Wood Screws 
Drive Screws 
Coach Screws 
Machine Screws 
Set Screws 

Cap Screws 
Thumb Screws 


Special Automatic Screw 
Machine Products 


Stove Bolts 

Tire Bolts 

Sink Bolts 

Machine Screw Nuts 
Stove and Tire Bolt Nuts 
U. S. S. Nuts 

S. A. E. Castellated Nuts 
S. A. E. Plain Nuts 

Jack Chain 

Plumber’s Chain 
Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 
Speedometers 
Tachometers 








The CORBIN SCREW CORPORATION 
The American Hardware Corp., Successor 
NEW BRITAIN, CONN. 
Warehouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohio 





NTSTINENEITEAT TEA thou 


























GREETINGS 
FOR 1931 


FROM 


I\\ THE BRAINERD MFG. CO. 
4 EAST ROCHESTER, N. Y. 





No. 685 




















"Marve fi 
Shallow Well 
Water System. 


No. 1258 Our stock is in shape for 
ne o i A Ver 
a prompt shipments. Is ASS i 
Styles or yours? How about mak- Cupboard 
— ing up that stock order aati weet 
now for January 2nd ship- 
ment. 
Wai for Water. 
System Catalog L, 


which gives com- 
plete information 
on Deming Shal- 
lowandDeepWell 
Water Systems. 
THE DEMING CO.. 


SALEM, OHIO - Est. 1880 








DEMING 























Among the’ Jobless 
By WILLIAM LUDLUM 


I’m an unemployed dollar—a valueless treasure 
To all who may hold me and hide me away; 

But when they release me, with unceasing measure 
My value increases—the further I stray. 


While hoarded, though silver or gold be my substance, 
I’m worth to my owner far less than my brand; 

Yet if he will spend me and others respend me— 
Prosperity passes from hand on to hand. 


Just now men are prating and papers are printing 
The plaints of the jobless, the many who plead 
For work to release them from poverty’s portion— 

While my unemployment so very few heed. 


If all of those digging and delving and striving 
To find situations for others would see, 
Through self-imposed blindness, the sure relief 
waiting— 
They’d loosen their pursestrings and start spending— 
; ME! 


But as long as I’m hoarded, in idleness hidden 
The millions now jobless might just as well know— 
That the jobs they are seeking will be in the coming, 
Not swift as they’re hoping, but almighty slow. 


Prosperity hinges on purchasing power, 

And while I lie throttled—I’m not worth a cent 
To boom any business, provide any labor, 

Pay any man’s bill for food, clothing or rent. 


I’m an unemployed dollar, an energy wasted, 
That might be made useful, of unmeasured might; 
But I’m shorn of my power to help man or market— 
As long as I’m hoarded and hidden from sight! 
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WICKWIRE BROTHERS 
Poultry Netting Staples 


Made from good, durable wire, sharp 
pointed, thoroughly GALVANIZED. Sizes: 
¥%, 7%, and 1 in. 

Packed in 100 Ib. kegs; in 50, 25, 10 and 5 
lb. wooden boxes; in 5 or 10 lb. paper boxes ; 
also %4, %, and 1 Jb. papers. All paper 
packages packed in wooden boxes. 


Your Jobber will supply you. 


| 
| 











PELOUZE 


New Household Scale 
DE LUXE 


Capacity 24 pounds by 
ounces. Artistically de- 
signed. Sturdy, compact 
construction. Beautifully 
enameled in the choice of 
several colors. Double up- 
right supports. Invalu- 
= to vag | oo <= 
rder early through your . 
jobber 4 er 


PELOUZE MANUFACTURING CO... #80—Enamel_ Dia 


T-30 with Scoop 
232 East Ohio Street, Chicago Ne. G30—Glass Dial 
Manufacturers of reliable scales for 
many purposes. Send for catalogues. 


Specify “PELOUZE” in ordering of your jobber 








SAMSON CORDAGE WORKS 


BOSTON, MASS. 


Jae) a OO) 59D) 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
"There IS a Difference in Sash Cord’’ 
OTHER BRAIDED CORDS: COTTON TWINES 


Send for catalogue, samples and selling information 








Why You Should Sell 
=~ US ve rerirert 


Wit 


BETTER CANS 


Better made of better materials—and 
including many exclusive features that 
assure long life and utmost satisfac- 
tion—WITT Cans meet the require- 
ments of customers who consider 
quality and service above price. They 
cost a little more—but they’re worth 


' THE WITT CORNICE CO. 
Cincinnati, Ohio 








Styles and sizes for every 








purpose. Send for catalog. 2114 Winchell Ave. 














SPEED UP 








SALES 


Allith 


ROLLING LADDERS 


like Allith hangers—are always on the 
track. They speed up sales by reducing 
the time needed for each sale. They are 
attractive, durable, roll quietly and run 
freely. Your post card will bring prices 
and information by first mail. 


ALLITH - PROUTY COMPANY 
DANVILLE, ILLINOIS 




























és | eA 99 
WELDING COMPOUND 


IS THE BLACKSMITH’S 
BEST FRIEND 


Its Use Enables 
Him to Weld Steel 
as Easily as Iron 


IT HAS NO EQUAL 


Manufactured by 


ANTI-BORAX COMPOUND CO. 
FORT WAYNE, IND. 














ARMSTRONG BROS. 


Saunders Type Pipe Cutter 


With this cutter the hardened steel rollers 
eliminate the burr raised by the cutter 
wheel. The point of the screw is hard- 
ened and bears on a hardened tool 
steel insert. All parts are carefully 
machined and are interchangeable 
with similar parts of standard 
makes. Write for Catalog P-10. 


ARMSTRONG BROS. 
TOOL CO. 















Other Pipe 
Cutters from the 
Line of Better Pipe 
Tools include the 
Barnes Type Cutter and 
the Armstrong Bros. Im- 
proved Heavy Duty Cutter. 





“The Tool Holder 
People” 


314 N. Franeisce Ave. 
CHICAGO 























BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








ro 


SOLDERING PASH! 


aE 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 





Sample free 
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CLASSIFIED OPPORTUNITIES 





POSITIONS WANTED 
Special Rate, One Cent a Word; Minimum Fifty Words 
Advertisements from ployed pted free of charge; inserted in two 
consecutively weekly issues. Box number address may be used. All replies 
will be forwarded by us post paid. 








MAN, single, age thirty-three, college business administration educa- 
tion. Successful record as salesman and sales manager for wholesale 
hardware company for nine years. Desires to represent a manufacturer 
of some meritorious line in the state of Virginia. Prefer manufacturer 
who has some business in the state, but who is not satisfied with present 
volume. Can open office and finance if necessary to carry stock. Best of 
references. Address Box J-49, care of HARDWARE AGE, New York City. 





CATALOG COMPILER AND ADVERTISING MANAGER SEEKS 
NEW CONNECTION. Experienced in both wholesale and retail hard- 
ware with background of successful accomplishments in compilation of 
hardware catalogs and the management of advertising departments of 
Hardware Jobber. Employed at present but wishes to make a change. 
Highest references. Address Box J-51, care of Harpware AGE, New 
York City. 





CAPABLE MAN, 35, now managing office selling to hardware and 
electrical jobbers in New York Metropolitan territory, would like similar 
connection with manufacturer. Am qualified to handle credits and col- 
lections, supervise salesmen, etc. Thoroughly trustworthy. Satisfied with 
salary and bonus arrangement. Address Box J-54, care of HarpWarE AGE, 
New York City. 

- = 





YOUNG RETAIL HARDWARE CLERK desires to become connected 
with large organization in which there is a chance for a promotion. Ex- 
perienced in hardware and kindred lines. Has done outside canvassing, 
servicing and collecting. College education, 24 years of age and married. 
Anxious to prove ability. Will give good reference. Address Box J-55, 
care of Harpware Ace, New York City. 





SALESMAN. I am seeking a road position with some good manu- 
facturing concern where my wide acquaintance and successful experi- 
ence, covering a period of over thirty years calling on the hardware 
jobbing trade, will be of value. I speak, read and write the Spanish 
Gacene and would not object to traveling in Latin America. Address 
Geo. W. Jeffords, 1017 East Douglas Ave., Wichita, Kansas. 





SALES EXECUTIVE with a long time service with a well known Hard- 
ware manufacturer is seeking a new connection. Reasons for making change 
can be satisfactorily explained. He has very good acquaintance with the 
Hardware Jobbing Trade. Will go anywhere at any time for an interview. 
Address Box J-28, care of Harpware AGE, New York City. 





SALESMAN, 8 years experience selling Hardware, Electrical Radio 
we and large dealers in Iowa, Nebraska, Missouri, Kansas and Okla- 
oma, seeks connection with well known manufacturer. Salary basis. First 
class references. Headquarters Kansas City, Mo. Address Box J-29, care 
of Harpware AcE, New York City. 





HARDWARE SALESMAN desires to make connection with manufac- 
turer or jobber for New York and Metropolitan District or New  En- 
gland. Experienced in shelf—heavy—auto accessory and mill supply lines. 
yisher. references. Address Box J-41, care of HarpwarE AGE, New 

or’ ity. 





WHOLESALE HARDWARE MAN with 18 years’ experience calling on 
the hardware trade throughout New York State desires a connection with 
Jobber or Manufacturer. Age 45. Best references furnished. Will be 
available after Dec. 15. Propositions considered only from first class firms. 
Address Box J-44, care of HarpwAre Ace, New York City. 





HARDWARE MAN, aged 35, married, sixteen years’ experience in 
hardware trade. Familiar with all angles of the trade, desires connec- 
tion as metropolitan representative of jobber or manufacturer. Has large 
following and ‘can furnish best of references. Address Box J-45, care 
of Harpware Ace, New York City. 





DISPLAYMAN and CARD WRITER; who has had three years’ ex- 
perience in one of the larger Hardware stores in the state of Illinois, 
would like to become affiliated with a good progressive Hardware firm 
in the middle west. References, etc.. will be sent on request. Address 
all replies to D. H. ANDERSON, 1379 N. Prairie St., Galesburg, Ill. 





OPEN for connection with reliable firm. With one concern 30 years 
and traveled New York State 25 years, selling jobbers and larger retail 
Hardware and Housefurnishing stores. Not interested in commission side 
lines, good reference furnished. Address Box J-48, care of Harpware AGE, 
New York City. 





RETAIL HARDWARE MAN—15 years’ experience shelf and builders’ 
hardware, tools, paints, plumbing and electrical — desires a perma- 
nent connection in or near New York City. Can offer excellent references. 
Address J-47, care of Harpware AGE, New York City. 





SALESMAN, 15 years experience, wholesale hardware entire South. 
Competent, excellent references. Married, desires connection with responsible 
manufacturer located in New York or Philadelphia district. Address Box 
J-57, care Harpware Acg, New York City. 





BUSINESS OPPORTUNITIES 


Set Solid, Minimum of Five Lines..... eocvecce coccccccccccccs 688.00 
l-Inch Box Display....ccccccccccccccccccccccccccccece eocce 5.00 
Four Consecutive Insertions, 10 Per Cent Discount 





A REAL OPPORTUNITY—Aged owner compelled to retire. Annual 
sales over $200,000. Stock Hardware and Implements invoices about 
$55,000, clean and salable. With buildings if wanted. All clear. Located 
in the South. Some trade or good paper considered. Address Box J-53, 
care of HarpwarE AGE, New York City. 





FOR SALE~—Two Hemming blade grinding machines, two double 
header Luther Mfg. Co. polishing machines, paring knife dies, lawn 
weeder dies, moulding machine for aluminum handles, and other equip- 
ee. — PLATING COMPANY, 1400 7th Street, W, 
anton, 10. 


HELP WANTED 


Special Rate, One Cent a Werd; Minimum Fifty Words 








SALESMEN WANTED to handle a reputable line of sash cord and 
manila rope. Must be willing to thoroughly cover all hardware and house- 
furnishing retail merchants only, in all parts of territory given. Not a 
side line proposition. Our man must be a producer. ‘Tadaniesion paid 
weekly. Knowledge of line desired but not necessary. Information desired 
as to references and experience. Go into detail as to exact territory 
covered. Want one salesman for each of the following 11 territories: 
Northern. New England, Southern New England, Wisconsin, Michigan, 
Illinois, Indiana, Ohio, Maryland and Delaware, Vir inia and Kentucky, 
7. Jersey, New York. Address Box J-26, care of HarDWARE AGE, New 

or. ity. 





HARDWARE MAN WANTED to manage well organized and success- 
ful hardware business. Vacancy due to recent death of owner. Man 
must have had experience in handling men, and in buying and selling 
in general hardware store. Prefer middle aged, married man. Salary to 
start $35 a week, with advancement 4s “results warrant. Unusual oppor- 
tunity for right man. Applicant must give best of references. Address 
Box 298, Tarpon Springs, Florida. 








Department Heads 
and Salesmen 


By a large department store chain for plumbing, 
heating, hardware and paint department. Per- 
manent position, with opportunities for ad- 
vancement, for men who are qualified by 
experience to plan and figure_plumbing, heating 
and furnace jobs and have complete knowledge 
of the operation of a country hardware depart- 
ment. All replies must be complete as to experi- 
ence, age, past and present salary. Address 
a J-52, care of Harpware AGE, New York 
ity. 














SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Limes.........ccccscscscccccseses $3.00 
SD CP MD no 6 '0.5.5.0550d5 0 ebd0en ees rahoedes 6¥oeesbeee 5.00 


Four Consecutive Insertions, 10 Per Cent Diseount 








- 
COMMISSION LINE WANTED 


Experienced salesman wants a quality line er item for Illinois retail 
hardware trade on commission. Have sold thie trade for 14 years 
and have very close acquaintance with over 1500 dealers in towns 
large and small. I cover entire state thoroughly in car except Cook 
County. Must be a dependable quality product that repeats and 
will build into volume. Box 235, Peoria, Illinois. 














MANUFACTURERS’ SALES AGENCY—A selling organization repre- 
senting four manufacturers of hardware and builders’ lines for 15 years 
in Chicago is in a position to take on an additional line going to jobbers, 
department stores and similar outlets. Have specialized in the introdue- 
tion of builders’ hardware specialties through architects and builders. 
Prepared to carry small service stock and to make attractive ground floor 
sales display. Very highest references. Address Box 1-972, care of Hanp- 
warE AcE, New York City. 
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St ee 9 


Adjustable Wrench 








Staple Puller 





DIAMOND 


Diamond Adjustable Wrenches were origin- 
ally designed for the expert mechanic—drop 
forged from finest tool steel—scientifically 
hardened—will not chip or break—jaws grip 
like a vice. 

Diamond Staple Pullers—all-around fence 
tools. Finished in gun metal—smooth or 
knurled handle—highly polished head. 


Write for information. 


DIAMOND 


CALK HORSESHOE COMPANY 
4612 Grand Ave., Duluth, Minn. 








SALES ACCOUNTS WANTED 


Set Solid, Minimum of Five Limes.........ccceeeeeseerececes 
Icdneh Box, Display. ..ccccoccccccccccccscccccce re ee 
Four Consecutive Insertions, 10 Per Cent Discount. 





SALESMANAGER of proven ability with wide acquaintance among 
the hardware and Mill Supply Trade organizing own sales force to cover 
Atlantic Seaboard. Headquarters in New York City. Will represent a 
limited number of manufacturers on commission basis. Only quality lines 
considered. All correspondence confidential. Address Box J-50, care of 
Harpware Ace, New York City. 





CALIFORNIA SALES — Specializing on sales to Retail Hardware 
dealers, Department Stores, Planing Mills. Concentrated effort—few lines 
—six years established. Another good line wanted. Address Box J-56, 
care of Harpware AGE, New York City. 





SALES REPRESENTATIVES WANTED 


Set Selid, Minimum ef Five Limes......ccscccsccccssscseses 
leInch Box Display.....ccccccccccccccsccccccccccscccece ooo 
Four Consecutive Insertions, 10 Per Cent Discount 








Experienced Sales Representatives: 


To sell an established builders’ line, directly from factory 
to retail hardware trade, no other need apply. Commis- 
sion basis. Give reference and state lines carried. Address 
Box J-43, care of Hardware Age, New York City. 











SALESMAN, calling on wholesale hardware trade only, need apply. 
The item is the only Patented Screen and Window Hanger on the mar- 
ket. Essex County institutions have adopted it for all county buildings. 
It sells itself. Territory going fast. Address the NOSLIP COMPANY, 
Inc., Bloomfield, N. J. 





WANTED—Experienced salesmen calling on hardware trade to sell 
our QUALITY line dog equipment, leather novelties, etc. Choice terri- 
tory opened for right men. Liberal Commissions. THE STRECKER 
BROS. CO., Marietta, Ohio, Established in 1881. 


FORSTNER 
Labor Saving 


AUGER BIT 


Bores Any Arc 


of a Circle 


j lathe tool combined. 
PS and delicate patterns, 
scalloping, 


Many 


New Uses 


The 


Forstner Auger Bit, un- 


like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 

a circle, and can be guided in any 
direction regardless of grain or knots, 


leaving a true polished surface. 


Takes 


the place of a chisel, gouge, scroll-saw, or 


veneers, 
fancy scroll twist columns, 


ribbon mo ing and mortising. 
Sen 


for Catalogue. 


For core boxes, fine 
screen work, 
newels, 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 























This new booklet, The 
Heller System of Larger 
Profits, is yours for the 
asking. 





HELLER SHOW 

YOU THE NEW 

WAY TO BIGGER 
PROFITS 


Fine attractive displays sell more mer- 
chandise—convenient displays require 
less effort and fewer floor salesmen. 


Heller Business Building Store Equip- 
ment fills both needs. It provides 
neat, attractive displays that are both 
convenient and economical. It will 
bring you new and bigger profits and 
at the same time reduce the time and 
effort necessary to handle your cus- 
tomers. Fi 


After the next few weeks of holiday 
rush comes inventory time—the ideal 
time to make Heller installations. If 
we can show you how Heller equip- 
ment can be made to pay for itself— 
and we can—wouldn’t it be worth- 
while for you to send for the Heller 
Booklet? Just write your name and 
address in the margin—tear out this 
ad, and mail. No obligation. 12A. 





W.C, HUE 


MONTPELIER,OHIO N.Y. Office 20 Vesey St. - 500 


Cm TT 
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LATCH SETS WITH BAKELITE MOLDED KNOBS 


FOR KITCHEN AND PANTRY CUPBOARDS 


Here is an item that any hardware dealer can sell 
easily and profitably, for housewives will like them 
on first sight. The smooth, colorful Bakelite Molded 
knobs will neither stain nor corrode, and there is 
no plating to wear off. The knobs are molded onto 
the shanks, so they cannot loosen. 

These latch sets are regularly made with knobs 
in mottled green, walnut brown and jet black 
Bakelite Molded. They are so unusual, and at the 


BAKELITE CORPORATION, 247 Park Avenue, New York. 


same time so attractive in appearance that a 
conspicuous display is certain to arouse interest 
and create sales. 

We invite you to write to us about these and 
other Bakelite Molded hardware and electrical 
specialties, including door knobs and handles, 
switch and outlet plates and wiring devices. We 
will see that you receive full particulars and have 
an opportunity to inspect samples. 


CHICAGO OFFICE, 635 West 22nd Street 


BAKELITE CORPORATION OF CANADA, LIMITED, 163 Dufferin Street, Toronto, Ontario 











BAK 


MecisTEREO mB 
“The registered Trade Mart and Symbol shown may te used only on products 
mode trom matenais monulactured by Bokelite Corporahon. Under the copr Co 






LITE 


V. 6. PAT. OFF 





tal “B™ is the numerical sign for infinity, oF unlimited quontity i symbolizes the 
infinite number of present ond tutvre uses of Bakelite Corporonon's producy,” 


THE MATERIAL OF A THOUSAND USES 
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INDEX TO ADVERTISERS 











THE ADVFRTISERS INDEX 


is published as a convenience and nct of 
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50 years on a DOOR 
good for 50 years more 
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Notabene 
The solid bronze Bommer Spring Hinges swinging the 
big front doors of the old Bank of Manhattan at 40 Wall 
St., New York, since 1880 were still in excellent condi- 
tion when that building was demolished in 1929 to be 
replaced by the new Bank of Manhattan skyscraper of 
73 stories which is also equipped with Bommer Spring 
Hinges—truly an astounding record. 
These Historic Hinges can be seen at our factory 


TRADE /BOMMER, MARK 


Milliens and Millions of People 
are Pushing Bommer Spring Hinges 
when opening doors 


Factory at Brooklyn, N. Y. 


























Lovely Enameled Thumb Tacks 
SELL ON SIGHT 


Home lovers can now secure our beautiful 
tacks in all colors that harmonize with interior 
furnishings and decorations. 

Size 7/16” diameter. Made in 12 colors. 36 
Tacks on a block. Retail at 10c per block, 
$14.40 per gross. Cost Dealers $9.00 per gross 
of blocks. 


Packed 12 blocks in a box—l12 boxes in a 
carton. 


We Also Manufacture Upholstery Nails, Thumb Tacks, 
Celluloid Covered Tacks, Fancy Nails, Ete. 


If Your Jobber Cannot Supply You— 
Write Us Direct. 


R. E. MILLER, Inc. 
35 Pearl Street New York City 

















Shoe Lasts f 
and Stands 


ABSOLUTELY 
GUARANTEED 
AGAINST 
BREAKAGE 







MADE OF 
SEMI-STEEL 


WE will replace any claims for 
breakage free of charge. 
E Stands finished in Red Enamel and 
Gold, lasts finished in Black Enamel. 
They sell on sight. 

“Lock bearing, strong and rigid. 
Lasts are latest styles. One last for 
ladies’ shoes. Extra heel piece in- 

i cluded for all sizes of heels. 


The Last that lasts a lifetime. 


The Fate - Root -Heath Co. 
901 Bell. St., Plymouth, Ohio 
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The heavier sizes 
“of Superior Hexa- 


gonal Netting are 
‘ being used  exten- 
sively for residen- 





tial fencing and 
many other _pur- 
poses. 


This product is 
ideal for this. use 
because of its uni- 
formly even mesh 
and perfectly 
straight selvage. 





















At your jobber 
G. F. WRIGHT 


STEEL & WIRE 
co. 


Worcester, Mass. 


SUPERIOR 












HARDWARE AGE for DECEMBER 18, 1930 














HARDWARE AGE for DECEMBER 18, 1930 
































from 
American Steel & Wire Company 


WBA sain thes Valebte, satis 


inspirations of good cheer is withus—the New 
Year approaches—and we sincerely extend 











to you our very: best wishes for a very | 


cae MERRY CHRISTMAS end a 
| | Wire Produets) 11 DpyY PROSPEROUS 


Zine Insulated Fences 


snerin setéas | NINETEEN THIRTY-ONE 


Protector Poultry Fence 





Union Lock Poultry Fence 


Banner Poultry Fences 


) Poultry Netting, Nails —— = 
Staples, Barbed Wire F 
ue 8 
— 


Wire of All Kinds 
a 


: Hf! 


AMERICAN STEEL & WIRE COMPANY 


SUBSIDIARY UNITED STATES STEEL CORPORATION 





























208 S. La Salle Street, Chicago 30 Church Street, New York 
Other Sales Offices: Atlanta Baltimore Birmingham Boston Buffalo Cincinnati Cleveland Dallas 
Denver Detroit Kansas City Memphis Milwaukee Minneapolis-St. Paul Oklahoma City Philadelphia 

Pittsburgh Salt Lake City St. Louis Wilkes-Barre Worcester 
Pacific Coast Distributors; Columbia Steel Company, Export Distributors: United States Steel Products Co., 
San Francisco Los Angeles Portland Seattle Honolulu 30 Church St., New York City 





_— —_— o—_ Ee a —- ls 
ee ee pea —— 


a I re “ane aaa alae 

















pill RE i, EO, ti cit > ei ad ee 








